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Orr Message to Distributors on Our 100th Birthday. > 


One hundred years ago Charles Parker started with his 
foundry. Quality and fair trade practices were his poli- 
cies. We have always followed in his steps and now 

pledge ourselves to continue. 


We appreciate the cooperation of our distributors and 
their salesmen, realizing that this cooperation has played 
an important part in our success. We will continue our 
sales policy of marketing 100 per cent through distribu- 
tors, and suggest that distributors handling Parker Vises 
use the many selling advantages they offer 
to increase profits. 


8 5 Sap ae 


In charge of Sales Division 


THE CHAS. PARKER COMPANY 


MERIDEN, CONN. 


ARKER VISES 












“INCREASED OUR 
BUSINESS ABOUT 25%” 
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3711-3713 NORTH BROADWAY 


St.Louis,Me. pecember 29, 1931. 


R.R.Donnelley & Sons Co., 
350 B. 22nd St., 
Chioago, Ill. 


Gentlemen:- Attention- Mr. Albert A. Mogg 


The writer has been asked several times by prospeotive catalogue 
buyers as to what our catalogues have done for us. The first cata- 
logue that you made for us more than tripled our business in less 
than two years' time,and further inoreased our business for several 
years thereafter. 


Our present catalggue,whioh you printed for us in 1929,inoreased our 
business about 258, but the co-operation that we have received from 
you since the book was completed has been worth a great deal more to 


ye Shen trying to get along with an old book that had become out of : 
ate. 


Hence we have never been sorry that we invested in our last catalogue, 
and it is our earnest desire to renew our book at least every five 


years and you oan rest assured that R»R.Donnelley & Sons Company will 
be the manufaoturers of our book. 





Yours very truly, 
R.H. RDWARE COMPANY 


RWM:KL 





Just sitting tight won’t bring in prof- And to sell supplies economically now, ! 
its. Business is not going to “come back” —_an effective catalogue of your lines is vitally ' 
automatically. Nor willitcomeback equally necessary. Here is the way you can make 


forall companies. Inthe keenly competitive | your most profitable investment in sales 
period ahead, the profits will go to the - insurance. 


most efficient. The distributors who get 


Sm An experienced Donnelley cata- 
their orders at the least cost are the 3% ©. logue man offers friendly aid. Better 
ones who will earn the dividends. : invite him to drop in. No obligation. 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO 
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Henry W. Younc 
Pacific Coast Representative 
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Mill Supplies 
Believes— 


1. More selective selling — the 
concentration of sales effort on 
known products in known mar- 
kets—is necessary. 


2. Industrial distributors should 
sell industry on their economic 
necessity. 


3. Local group meetings should 
be held frequently for they are 
helpful in combating price-cut- 
ting, territory-jumping and 
other evils. 


4. Suggested resale prices 
should be set up and lived up 
to wherever possible. 


5. Manufacturers should estab- 
lish definite, national sales poli- 
cies. 


A. M. Morris, General Manager. 
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»«»PUMPS ARE 
CONSTANTLY SOLD 
IN YOUR MARKET 


Ritakesa surprisingly 
small stock of pumps, if well cho- 
sen, to answer a wide variety of 
calls, and your customers are call- 
ing for pumps all the time. It’s 
your type of equipment, and it is 
bought by the people you are 
selling every day. 

You can get this business, just 
as many other supply houses do 
---With a minimum stock. Goulds 
have designed a complete line 
especially for this purpose. This 
line covers practically every pump- 
ing requirement you will find in 
your territory. 

We will gladly study your mar- 
ket’s pumping requirements, and 
help you to select the limited stock 
you need to get this profitable 
business. May we send you com- 


plete details? 


Made by the WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 


GOULDS PUMPS, wc. . 


SENECA FALLS... 


*BOSTON 
*CHICAGO 


NOTICE... 








Business You Ought to Get 











*NEW YORK 
CLEVELAND 


available .. 





<= Famous Pyramid Pump, the 
“pump of many uses”... for water 
supply, mine and quarry pumping, 
construction, irrigation, circulating 
cooling water, handling oil, etc. In- 
geniously designed so that you can 
quickly and easily increase or de- 
crease capacities, pressures, heads, ’ 
for wide range of services, by chang- 
ing the motor and one pulley. 


<< Goulds Centrifugal Pumps 
are simple and inexpensive, but sub- 
stantial and efficient. Wide variety 
of uses, such as water supply, boiler 
feeding, draining excavations, circu- 
lating cooling water, brine in re- 
frigeration and cutting compounds, 
pumping oil and gasoline, handling 
liquid food products, chemicals and 
cleaning solutions, etc. 


<= Thousands of Goulds Rotary 
Pumps are sold for handling acids, 
asphalt, boiler compound, bleaches, 
chocolate, dairy products, drugs, 
dyes, glycerine, glue, hot grease, 
paint, varnish, printers’ ink, soap, 
soup, spray mixture, soft drinks, 
syrups, tar, turpentine, vaseline, veg- 
etables, etc. 


lal ee 


<< CellarDrainers, Sump Pumps 
and condensation outfits are con- 
stantly in demand for use in hotels, 
apartment houses, office buildings, 
institutions, factories, residences, for 
draining trenches, tunnels and man- 
holes, feeding low pressure boilers, 
for draining vats and transferring 
liquids, etc. 





NEW YORK 


*PITTSBURGH HOUSTON 
ATLANTA *Branch Warehouse 


*TULSA 
*PHILADELPHIA 


- GOULDS-WAGENER STEAM PUMPS for all Services 
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Half Round Special Brass 


Put New Incentive Behind Your File Business With— 


MCCAFFREY 
FILES 


At It Since 1863 American Standard 





Local OE 








Marketed Under a Straightforward Sales 
Policy That Consistently Recognizes, Pro- 
tects and Supports the Distributor—and 
Allows Him a Distinctively High Margin 
of Profit. 


Hand * 











i Long Angle Pipe 
: Lathe inishing : 
The McCaffrey Sales Plan Includes: 
: McCaffrey Files tis 
° : Exclusive sales territories for distributors. 
‘ Pre-Eminent in : ae iol 
« ss The referring to distributors of all inquiries and orders received 
Quality direct. 
i @ McCaffrey Files are outstanding in performance The services of a demonstrator, experienced in the manufac- 
, —and most economical. Tests prove it. ture of files and their use, to work with the distributor's sales- 
@The line is complete—a definite advantage to men in calling on the latter's customers, and in educating sales- 
the distributor. (A few items are illustrated here- men on the advantages of McCaffrey Files and their market 
‘ with.) applications. 
@McCaffrey Files are made of steel having an ; : 
extremely high carbon content. Only the highest Established resale prices. 


grade carbon steel is used. 
@ McCaffrey Files are cut one at a time, positively 


A high margin of profit. 


; assuring the user of a uniform product. Other distinctly valuable services. 
i hy a et ae "Files. We are seeking exclusive distributors in a a of gpg This 
‘ @The finest heat-treating equipment and the most may be your opportunity to do an outstanding sales OD on McCaffrey 
skillful operators together bring out their fine last- Files. Be square with yourself. Write for details on our line and our 
ing qualities. policy. We know you will be interested. 
by oe re oe ee Se a We will be pleased to furnish as references the names of numerous 
, @Every McCaffrey File is rigidly inspected and distributors who are handling McCaffrey Files and are getting definite 
fully guaranteed. results from our line, our policy and our service. 








Flat Aluminum Utility 


THE MCCAFFREY FILE CORPORATION 


Fifth & Berks Sts. Philadelphia Pa. 
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THERE ARE ~ BIG REASONS why distributors 


find Jenkins Valves a profitable line . . . Since 1864, valve users have 


RID 
associated the Jenkins Diamond Trade Mark <JENKINS > with valves of 


quality ... The Jenkins line includes valves in bronze, iron and steel for 


Valves are known. .. advertised .. . and sold by distributors everywhere 
. .. Jenkins Bros., 80 White Street, New York, N. Y.—Boston—Philadelphia 


—Chicago— Houston . . . Jenkins Bros., Ltd., Montreal—London. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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The Way Out 


CCORDING to published reports, there 
have been 10 business depressions 
since 1857, not counting the present 

one. They have varied in length from 8 
months to 30. If history repeats itself, as 
it usually does, we most certainly are in the 
very last stages of the present slump. 

If this is true, it is reasonable to look for a 
quickening of industrial activity during 1932 
and that, of course, will mean increased de- 
mand for industrial supplies and equipment— 
a demand which has been postponed so long 
that even a slight pickup should result in im- 
mediate improvement in business for the 
distributor. 

Making predictions as to the probable 
course of business is a mighty perilous pas- 
time these days. It’s too easy to be wrong. 
One prediction, however, can be made with 
certainty. Business is not going to come 
bouncing back to the business organization 
that sits and waits for it. 

Today, as in every other period of business 
deflation, the men who emerge successful will 
be those who recognize that the time for ac- 
tion is when everybody is depressed and de- 
void of confidence. 

Action, from the standpoint of the distribu- 
tor, means adjusting oneself to conditions of 
the past two years; budgeting operations ac- 


THE NEW YORK 
OTR oatN 
3 ASTOR, LENOX AND 
TILDEN FOUNDATIONS 

Ne - 


SUPPLIE 


With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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cording to present operating costs; eliminat- 
ing wasteful practices; analyzing markets 
carefully to determine which customers are 
worth while selling and which products are 
entitled to the greatest amount of sales effort, 
and launching an intensive, creative sales 
campaign. 

After all, it’s up to each individual business 
to work its own way out of this depression. 
The distributor, who is marking time until 
conditions get better, or who expects the gov- 
ernment to work some sort of magic that will 
change the grey skies which are overhanging 
business to a bright blue, is simply inviting 
a visit from the sheriff. 


T is during times like these that business 
men are put to the acid test. Those who 
accept conditions as they are, budget their 
businesses so as to operate at a profit despite 
greatly decreased volume, and do an intensive 
job of creative selling will not only be the first 
to find their way out of the depression, but 
also will be the most successful in capitaliz- 
ing on better conditions when they finally do 


Editor 
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Where is Business Headed? 


The impressions of a noted economist as to the probable 
course of business during 1932 


By VIRGIL JORDAN 


Economist, The McGraw- 
New 


“IT IS FAIRLY CERTAIN that such 
improvement in industrial activity as 1s 
the outcome of the process of normal 
readjustments in 1932, or of special in- 
flationary influences, will be reflected 
somewhat in advance by increased de- 
mand for the great diversity of industrial 
supplies which enter into every sort of 
plant operation and the demand for 
which has been postponed to the point 
where any increase in industrial activity 
will require prompt replenishment.” 


hopeful philosophy much more serviceable than 

any effort to make the most perfect forecast. The 
outlook at the close of 1931 was more uncertain in some 
respects than at any time within the memory of the 
present generation of business men. This, however, is 
no reason for assuming the most unfavorable outcome. 
The same uncertainty and confusion characterized bus- 
iness sentiment at this stage of previous depressions, 
as anyone knows who takes the trouble to read the 
record of business comment during similar periods of 
the past 75 years. Economics is not an exact science, 
because it deals with human nature more than with 
mechanical forces. Its conclusions, and especially its 
predictions are based chiefly on the personal prejudices 
of the economist, who himself is also human. 

The chief difficulty in attempting to foresee the 
course of business during the next year is that the busi- 
ness recession since the middle of 1931 has become com- 
plicated by acute financial disturbances here and abroad. 
It has ceased to be an ordinary business recession, a sim- 
ple illness of business, and has become an acute banking 
and credit condition complicated by political and inter- 
national factors. Whenever this has been true in the 
past, as it was during certain periods of the last cen- 
tury, the ordinary processes of business recovery in a 
rapidly growing country have been seriously disturbed, 
sometimes for a long time. Business would make a 


I: FACING 1932 American business will find a 


6" 


Hill Publishing Company, 
York 


start toward recovery, only to relapse under the influ- 
ence of financial conditions which had not been fully 
corrected. 

The same has been true since 1929. Business has 
made several promising starts toward improvement but 
has suffered setbacks each time because of weaknesses 
in the banking and financial situation which were not 
fully foreseen. These setbacks have been more serious 
because of the enormous speculative structure that was 
built up during the boom period, affecting the entire 
banking system, and because of the vast structure of 
international debt built up by the war and subsequent 
expansion of international credit. Nevertheless, it can 
be said that this country is in a better position to over- 
come these financial difficulties now, than it was in the 
last century, because of the greater strength of our 
financial resources and the support which the Federal 
Reserve System affords to the banking structure. 

At the present time, the prospect for business im- 
provement in 1932 depends principally upon two fac- 
tors. First is the extent to which the natural economic 
adjustment of prices, costs and debts in our business 
structure has been accomplished or will be during the 
next few months. Second is the probable effect of the 
measures proposed by the Federal government to 
strengthen the domestic credit structure and start a proc- 
ess of credit expansion or inflation which will sustain 
or raise commodity prices and security values to some 
extent during the course of the next year. In my opin- 
ion, these two factors may be expected to work together 
toward the greater stability of domestic business and 
some expansion in spite of the disturbing influence of 
foreign conditions. It is impossible to predict precisely 
how they will work out but my own impressions about 
the probable course of business this year may be set 
down as follows: 

I feel that the decline in basic commodity prices has 
been about completed and expect that the contraction 
of banking credit and the deflation of security prices 
and decline of business volume will be ended by March. 
This does not mean that each individual commodity, se- 
curity or line of business is going to reach bottom atabout 
the same time. Some commodities will still be oversup- 
plied; securities of some over-capitalized concerns will 
still be subject to revaluation ; some banks will be forced 
to further liquidation of loans and some lines of busi- 
ness will still face readjustment of costs and suffer 
from contraction of consumer purchasing power. But 
in an increasing proportion of cases these readjustments 
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were completed by the end of 1931, and the general 
averages of commodity prices, security values and bus- 
iness volumes will be fairly well stabilized by the early 
months of this year. 

I believe that when this process of readjustment shall 
have brought about an equilibrium between costs and 
consumer buying power in a sufficient number of lines 
in the early part of this year, business in this country 
will not stabilize at this level, but will begin another 
period of expansion. It will probably not be very not- 
iceable in 1932, but before it is completed the volume 
of business activity will again rise considerably above 
the peak levels of 1929. This does not imply that com- 
modity or security prices or business profits will be re- 
stored to anything like the 1929 levels. Some rise from 
present levels will undoubtedly take place this year, but 
the great reduction in costs and increase in efficiency 
that have occurred will prevent complete restoration of 
commodity prices, and the necessity of restoring wages 
and increasing consumer 
purchasing power as well 


justments in 1932, or of special inflationary influences, 
will be reflected somewhat in advance by increased de- 
mand for the great diversity of industrial supplies which 
enter into every sort of plant operation and the demand 
for which has been postponed to the point where any 
increase in industrial activity will require prompt re- 
plenishment. 

These tendencies will probably be disturbed by the 
repercussion of foreign affairs on our domestic finan- 
cial situation, the security markets and our foreign trade 
throughout the next year, and probably acutely early 
in the year. But these foreign influences will not per- 
manently prevent or even long postpone the renewed 
expansion of American business. It will be difficult to 
reconcile ourselves to the decline of our foreign trade, 
and to readjust ourselves to the loss of a great part of 
our foolish foreign investments, but we shall finally 
be forced to do so and the sooner the better. The next 
period of business expansion will be based on the devel- 

opment of our domestic market 
and the use of our capital at 











as the excess capitalization 
that will remain in many 
lines, will tend to make for 
a lower average rate of 
profit. The long-term trend 
of business volume and 
consumer buying power in 
this country is bound to be 
upward and the rate of re- 
turn on investment down- 
ward. 

If it is assumed that the 
inflationary influence of the 
proposed activities of the 
Federal government, dis- 
cussed later, will not come 
into operation early this 
year, the outlook for busi- 
ness in the major industries 
for 1932 will be only for 
a very slight net improve- 
ment over conditions in 
1931 and probably not up 
to the level of activity in 
1930. The steel, automo- 





home, even though it will have 
to accustom itself to a lower re- 
turn, 

The expansion of business 
this year, despite these disturb- 
ing influences from abroad, may 
be much more rapid than would 
otherwise be the case, because 
Congress is likely to bring to 
bear powerful pressure toward 
inflation arising from the neces- 
sity of financing a large deficit 
mainly by borrowing and of dis- 
tributing large funds in one form 
or another for unemployment, 
railroad and banking relief. All 
of the President’s proposals and 
almost everything that Congress 
will do in these matters are bound 
to be inflationary in their effect, 
and the proximity of a presi- 
dential election will prevent pub- 
lic authorities from doing much 
to check or avoid such inflation. 


bile, electrical equipment 
and lumber manufacturing 
industries may expect an 
upturn during the first half 
of the year with seasonal 
fluctuations during the re- 
mainder of the year. In- 
dustries catering to con- 
sumer needs should at least 
maintain the levels of 1931 
with such net gains as arise 
from increased purchasing 
power due to improved em- 
ployment in the basic in- 
dustries. It is fairly cer- 
tain that such improve- 
ment in industrial: activity 
as is the outcome of the 
process of normal read- 
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D*® VIRGIL JORDAN is economist of the 


McGraw-Hill Publishing Company. He has a 
national and international reputation as an econom- 
ist and as a writer and speaker of long experience 
in the popular interpretation of business problems. 

Dr. Jordan was for 6 years an editor of Every- 
body’s Magazine and for 5 years correspondent for 
several hundred foreign newspapers in 12 coun- 
tries, and has contributed for a bong time to popu- 
lar and scientific publications here and abroad. 

For the nine years prior to his coming to the 
McGraw-Hill organization, Dr. Jordan was editor 
of publications and chief economist of the National 
Industrial Conference Board, the central research 
organization of American industry. 

In addition, Dr. Jordan organized and is chair- 
man of the Conference of Statisticians in Industry, 
a group of representatives of the major industries 
of the country formed for the purpose of improv- 
ing the collection and interpretation of business 
statistics. He is the author of books on unem- 
ployment, immigration, industrial arbitration, agri- 
culture and international finance. 











In itself it will be desirable and 
helpful, but if it is allowed to 
go too far and causes a too sharp 
rise in commodity and _ security 
prices next year there is sure to 
be some reaction which will re- 
tard the process of sound and 
gradual recovery that would 
otherwise occur. 

I am quite sure that competi- 
tion in every line is going to be 
keener and the pressure to cut 
costs will be sharper, in spite of 
such business expansion as 
comes, and of all the proposals 
and pious hopes of protecting 
profits by controlling production 
and maintaining prices under, 
over or apart from the anti-trust 
laws. Fur- (Continued on page61 ) 


7 








How Distributors Are 
the Year Ahead 


The consensus of opinion among distribut- 
ors in 36 distributing centers for making 
1932 a profitable year 


r NX HE keynote of distributors’ 
plans for 1932 is Economy— 
an economy which encom- 

passes all the phases in the distribu- 

tion of industrial supplies, but an 
economy which is consistent with 
aggressive sales effort. 

Almost without exception, dis- 
tributors have just come through a 
year which was a severe trial. Vol- 
ume was reduced, inventory turn- 
over was far from satisfactory, 
sales expense mounted, and bad 
debt losses were more severe than 
usual. 

In facing the year to come, dis- 
tributors seem agreed that their 
plans must be laid to balance budg- 
ets on a 1931 volume basis and to 
dig for all they are worth to in- 
crease that volume through intelli- 
gent sales effort. 

The component parts of this 
cross-section of distributors’ plans 
come to Mitt Suppiies from in- 
dustrial distributors in 36 distribu- 
tion centers, whose wide dispersion 
insures the inclusion of all questions 
of importance and the elimination 
of sectional differences. 

We have said that the keynote of 
these plans is economy. What sorts 
of economy are contemplated? 
Elimination of waste effort through 
specialization on profitable lines, the 
elimination of duplicate lines, the 
contraction of territories, the maintenance of prices 
which insure a profit, and an increased use of the budget 
are a few of the items which have been included in the 
new year’s schedule. 

Let us consider these items separately to determine 
further the trend of this year’s plans. 

What about the size of territory covered? Will a 
larger territory yield a sufficient volume to justify the 
increased sales expense which is sure to result? In 
some cases, yes, but where changes are contemplated by 
distributors, the majority seem to feel that a contracted 
territory can be covered more economically, will insure 
greater profits per sale and make it possible to represent 
manufacturers better. 

Next, the problem of the number of lines, which can 
be handled profitably presents itself. Will an increase in 
the number of lines furnish salesmen with further am- 
munition to convert their efforts into sales, or will such 
an increase only tend to add to the difficulties which 
already attend the selling of industrial supplies, Should 
the new line be one on which the profit is great or small? 
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The location of distributors who have 
cooperated with MILL SUPPLIES in 
telling of their plans for this year. 






A majority of industrial distributors, who contemplate 
any increase or decrease in the number of lines handled, 
favor an increase but, almost without exception, tack 
on the rider: “They must be profitable and well suited 
to our territory.” Certainly this is evidence that markets 
have been studied with more care than ever before dur- 
ing the past year. The day of the haphazard purchase 
of merchandise from the “cigar-peddling” salesman is 
gone. 

In connection with the question of lines to be handled, 
93 per cent of the distributors reporting indicate that 
their most serious efforts will be placed on those lines 
which insure a profit. Specialization costs money which 
might appear to cause its elimination as a logical step 
in an “economy” year, but distributors are willing to 
spend money on specialized effort if a proper return is 
obtainable. 

Another question considered in many plans for 1932 
is that of the size of stock to be carried. Can a reduc- 
tion be made which will result in a savings in the in- 
vestment account and still be consistent with the aggres- 
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Planning, for 


sive sales undertone which runs through all of 
the plans received? Where a change in the size 
of stock is considered, just twice as many dis- 
tributors feel that such a decrease is possible. 
This decrease in the size of stock is distinctly not 
a defensive measure nor a diminishing of eco- 
nomic service, but clearly indicates the determi- 
nation of many distributors to cut the dead wood 
from the tree in order to let the live branches 


grow. 


While on the subject of stock, the question of 
stock control may well be considered. While a 
great majority of distributors reporting have a 
satisfactory stock control system in force, 18 per 


cent are contemplating 
improving this phase 
of their operation. 
The demand for eco- 
nomical operation is 
obviously forcing 
newcomers into the 
ranks of the efficient 
and it is also causing 
those who already use 
modern methods to in- 
crease their effiective- 
ness. 

With the help of 
modern §stock-control 
systems, most distrib- 
utors have discovered 
the economic waste 
resulting from the 
carrying of duplicate 
lines of material. That 
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How distributors in 36 distributing 
centers voted as to plans for build- 
ing profitable business in 1932. 





TO DO A MORE INTEN- 
SIVE SELLING JOB 


TO SPECIALIZE ON 
PROFITABLE LINES 


TO MAINTAIN PRICES 
ATAPROFITABLE POINT 


TO COOPERATE WITH MFRS. 
HAVING A NATL DIST. POLICY 


TO DECREASE NUMBER 
OF DUPLICATE LINES 


TO COOPERATE MORE 
WITH LOCAL DISTRIBUTORS 


CAPITALIZE ON WORK OF 
JOINT MDSING COMMITTEE 


TO HAVE MORE SALES 
MEETINGS 


CLASSIFY CUSTOMERS AC- 
CORDING TO SALES POTENTIAL 


TO WORK MORE WITH 
MFR’S MISSIONARY MEN 


TO OPERATE UNDER A 
BUDGET 


TO INSTALL A BETTER 






















a budget, but the fact 
that 36 per cent of 
those reporting their 
plans to Mitt Sup- 
PLIES contemplate the 
addition of this item 
to their financial set- 
up, indicates again the 
fierce determination 
by distributors gener- 
ally to tear “bric-a- 
brac” from the walls 
and get down to bare 
facts. 

When sales for 
1932 are considered, 
the first question 
which presents itself 
is “Are sales forces to 
be increased or de- 
creased?” That the 


STOCK CONTROL SYSTEM 


TO DEPARTMENTALIZE 
OUR BUSINESS 


a definite trend of 
thought has been 
molded on this point 








economy which must 
come this year will 
not hamper sales ef- 
fort is clear when it is 








is indicated by the 
fact that 71 per cent 
of the distributors reporting indicate that their plans for 
1932 call for a very definite reduction in the number of 
duplicate lines. 

Plans emanating from the treasurer’s office of dis- 
tributing establishments indicate a decided trend toward 
a tightening of the credit policy and an increased use of 
the budget as an aid to financial control. By an over- 
whelming majority, distributors who contemplate ta 
change in credit policy, are of the opinion that a greater 
stringency must be enforced. The dissenting voices, 
however, have certain logic in their favor when they say 
that leniency will have to be increased rather than de- 
creased. This question, of course, will be decided on the 
spot according to no hard and fast rule, just as it always 
has been. 

Of course, many distributors already operate under 
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seen that 62 per cent 
will maintain their 
present sales forces, that 20 per cent contemplate an 
increase and that only 18 per cent are planning a reduc- 
tion. These figures speak for themselves. 

That these sales forces are going to be well em- 
ployed is shown by the fact that 93 per cent of plans 
received were featured by a program of more inten- 
sive selling. This intensive selling implies complete 
coverage, classification of accounts and intelligent sales 
effort. Many distributors already classify accounts ac- 
cording to profit possibilities and industrial supply 
needs, but over half of the plans considered in this 
symposium contemplate the installation of a system to 
do this job. 

Further changes in policy by sales departments call 
for departmentalization by 9 per cent, the maintenance 
of prices which will insure a (Continued on page 64) 
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FTER 14 years in the 
industrial supply ‘bus- 
iness, during which 
time I have watched very 
closely the sales policies of 

many manufacturers, I can- 

not help but feel that the ag- 
gressive, progressive indus- 

trial distributor has a very 
definite place in our eco- 

nomic system. By a progres- 

sive distributor, I mean one 

who is keeping step with the 
economic changes in our in- 
dustrial system. 

Order-taking won’t get by 
in these days of keen compe- 
tition. We recognize this 
fact and, as a result, have 
revamped our policies to per- 
mit the concentration of sales 
effort on certain lines on 
which we have exclusive ter- 
ritorial arrangements—lines 
with which our men are thor- 
oughly familiar. 

Our men are alive to the 
profit possibilities in concen- 
trating on major lines. They 
know what and where to sell 
them and can thus talk under- 
standingly with plant men concern- 
ing their problems and frequently 
offer suggestions for reducing costs. 

In realining our sales policy, we 
found it necessary to make an anal- 
ysis of our entire setup. First of 
all, we made a complete survey of 
our territory, to determine how big 
a market we can afford to cover in 
seeking business, how many cus- 
tomers and prospective customers 
our market contains, what items 
our customers need, and the busi- 
ness we are now getting, as well as 
the potential requirements of indi- 
vidual accounts. This market anal- 
ysis brought home to us the impor- 
tance of knowing what and where 
to sell. Once you have that infor- 
mation, the “how to sell” angle can 
be safely left to a competent sales 
force. 

In making our survey, each sales- 
man reported, first, the potential re- 
quirements of every customer in 
his territory, thus enabling us to 
eliminate unprofitable accounts and 
concentrate on those which produce 
a profitable volume. Second, an up- 
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Russell M. Easton spotting 
on a map, market data developed by a terri- 
torial survey. 
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E. B. Andrews 


ALYSIS—the key 


to-date record was com- 
piled showing the loca- 
tion of all our custom- 
ers. By comparing this 
record with past sales 
records, we are able to 
determine quickly 
whether certain outlying 
districts should be re- 
tained, discarded, com- 
bined with others or 
merely condensed. Third, 
these reports have 
thrown light on the lines 
it pays us to sell. We 
have learned which items 
should be dispensed with 
and which should be 
added. Above all, we 
have learned to sell our 
customers on standard- 
izing on the lines we are 
handling. 

This definite informa- 
tion gathered direct from 
the field put us in a posi- 
tion to make intelligent 
improvements in our 
own organization. For 
instance, after we dis- 
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A survey which 
this company has 
made of its terrt- 
tory shows clearly 
the importance of 
knowing “what’’ 
and “where to sell.’ 


to profitable selling 


By E. B. ANDREWS 


Sales Manager, The E. A. Kinsey Company, 
Cincinnati, Ohio 


covered the fast-moving items on which we should con- 
centrate and the “sleepers” which move only once a year 
or so, we were able to reduce our inventory materially. 

We keep an accurate check on stocks by means of 
a perpetual inventory system which shows the sales of 
each item and leaves no doubt as to turnover for any 
selected period. Our rule is that stock on hand must 
be in proportion to the sales of the past 90 days. Natur- 
ally, as the cards are checked, we come face to face 
with actual facts about turnover which enable us to 
weed out dead stock and readjust our lines. 

We have made one man responsible for the entire 
inventory of machinery and mill supplies, as well as 
the record of cost and selling price. This plan works 
out well because it provides a highly centralized source 
of information. 

A second practical result of our market analysis has 
been the speeding up of routine work to tie in with 
increased sales and service activities. In seeking out 
any little improvements to be made, we traced the rout- 
ing and handling of orders through the house, not with 
the idea of turning things upside down, but for the 
purpose of eliminating petty delays. After a close study 
the following order-handling method was worked out 
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Every salesman checked carefully the regu- 

lar needs of customers and prospects in his 

territory. After complete data had been com- 

piled on all accounts, it was an easy mat- 

ter to determine where it would pay to con- 
centrate sales efforts. 


and it has proved to be practically 100% 
perfect: 1. The order is received in the 
office; 2. The order is checked for price, 
which must be indicated before it goes fur- 
ther; 3. The order is written up by a sten- 
ographer ; 4. It is checked by the inventory 
man for cost to find out whether or not 
the items are in stock; 5. It is next sent 
to the stock department for filling; 6. It then goes to 
the shipping department for packing and shipping; 7. 
It is now entered by the inventory man; 8. Finally, 
it is billed by the typist. 

Under this system we are able to guarantee “same 
day” shipment of all material which is in stock, pro- 
vided the order is received before noon. This does not 
affect emergency orders or those received later, which 
we are able to ship at once. 

To cap all this, we keep a clear reference record of 
all transactions which will keep us posted as to the 
results of our new program, For this, we maintain 
master-sheets which form a definite system of fol- 
lowing up, showing the sales and the progress made 
with individual customers. 

All these improvements, which have been the direct 
result of our survey, have proved to us that market 
analysis is the key to greater profits. If conscientiously 
carried out by each salesman, it produces a comprehen- 
sive picture of customers—a picture which is invaluable, 
A multitude of seemingly insignificant facts are brought 
out that can be used to advantage in making adjust- 
ments in buying and selling methods, such as actually 
to produce an increased volume of profitable business. 


11 









HE market for grinding 
wheels, while large in 
number of potential cus- 


tomers, is more or less concen- 
trated when the consumption per 
customer is taken into consid- 
eration. 

Nearly every type of plant is 


Making Grinding Wheels 
a Profit Leader 


While practically every industrial plant uses 
grinding wheels in maintenance work, the prof- 
itable, volume market on this line lies among 
those users who employ grinding wheels for 





a potential customer of grinding 
wheels for maintenance pur- 
poses, but the number of wheels 
involved in this work is compara- 
tively small, due to the fact that 
they are used intermittently. 
Therefore, the distributor who 
would bring his volume to a 
point where he will be a factor 
in the distribution of grinding 
wheels must turn his attention to 
those plants which use grinding 
wheels for production purposes. 
Needless to say, an organization 
which can successfully cope with production problems, 
will find no difficulty in producing customer satisfaction 
on grinding wheels for maintenance use. 

To secure the facts first-hand, concerning the sale of 
grinding wheels by distributors, Mitt Suppvies has just 





A glance at the stock of grinding wheels maintained by the 
Charles H. Besley Company, Chicago. 
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production purposes. Distributors who would 
make grinding wheels a really profitable line, 
therefore, must train their sales guns on this 


latter market. 


By J. A. CHANNON 
Associate Editor, 
MILL SUPPLIES 


conducted a survey among distributors in 63 distributing 
centers. Sixty per cent of the distributors cooperating 
with us in our survey are handling a line of grinding 
wheels. The volume of business done by them, of course, 
varies considerably. Two of the distributors who replied 
are very important factors in grinding-wheel sales, as is 
indicated by the fact that their annual sales run over 
$125,000 a year, one reaching a total of $200,000. Oth- 
ers report varying volumes, running from $300 per 
year upward. 

While several of the distributors in the small-volume 
group are located in territories where the potential vol- 
ume is small, many others are situated in fertile terri- 
tories, an indication that there is something wrong with 
the sales methods employed in striving for business. 

Operating under exclusive territorial arrangements 
appears to be the most desired set-up, for 60% of the 
distributors function in this manner. Nearly all the 
distributors represented by this 60% employ specialized 
salesmen, too. The use of specialists on a line such as 
grinding wheels, which must be sold on a performance 
basis, seems particularly desirable because ordinarily 
the salesman’s recommendation is the determining factor 
in gaining or losing an order. 

If the potential volume in a territory justifies the 
expenditure, a grinding-wheel specialist will more than 
pay his way. The development of new metals and the 
desire for new finishes and effects, makes the recom- 
mendation of production wheels a difficult task for the 
general salesman. Furthermore, the cut and try method 
so often necessary in securing the proper grade, grain, 
bond, shape, size and speed which will turn out the best 
possible job for the user, takes more time than the 
general salesman can profitably spend. 

One distributor, who has successfully used a special- 
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ized salesman on grinding wheels, 
has the specialty man instruct ae : a 
the regular men so that they | Principal Markets for Production Grinding Wheels 
Industry Number of Cost of Materials, 
a —- — 7 we he . "4 Establishments Supplies and Containers 
a ¥ Be ~— oe we gra Steel works and rolling mills 486 $1,507,273,331 
ing. As an aid in this work, each Agricultural implements 277 82,083,468 
man is furnished with a copy of —. a ‘ = pana 
~ , + ectrical machinery > ’ , 
the chart shown on this page, Tauiiie axediiaies 367 34,583,354 
which takes care of most average Other mechanical machinery 9,531 1,050,024,050 
cases. The manufacturer’s cata- ——— : — gy 
thi = 3 ; ars and locomotives M % 
log, which goes into more detail, Ship and boat building 559 74,437,514 
is also available for the men’s use. Railroad repair shops 2,309 516,458,656 
The regular salesmen, how- Other iron and steel industries 5,744 1,224,468,262 
wt Brass, bronze and copper products 1,106 314,371,541 
ever, are often faced with prob- Other metal working industries 3,455 308,083,931 
lems which cannot be answered 





from the book. When such an 








occasion arises, they call in the 

specialty man who stays with the 

problem until it is solved. Such a method builds up a 
world of consumer good will, besides resulting in a very 
worth while profit for the distributor. 

Another distributor uses a similar method, but the 
place of the specialty man, is taken by the manufactur- 
er’s salesman, who makes his headquarters with the 
distributor. 

Still another distributor employs a specialty salesman 
who is an expert on all kinds of cutting tools. He is an 
experienced shop man, able to cope with all types of 
problems concerning drills, taps, dies, files, hack-saw 
blades and grinding wheels. This group of products is 
closely enough associated to allow one man to do a very 
creditable job. Perhaps this latter method is the most 
practical for the average distributor, since an inquiry 
on one cutting tool often leads to business on other 
associated items. 

With regard to cooperation from manufacturers, dis- 


tributors find the following methods to be the most satis- 
factory. The methods are listed in the order of their 
choice by distributors. 1. Missionary work with dis- 
tributors’ salesmen; 2. Instructive advertising to dis- 
tributors’ salesmen; 3. Missionary work by manufac- 
turers’ salesmen ; 4. Sales conferences ; and 5. Consumer 
advertising. 

The choice of missionary work with salesmen and 
instructive advertising to salesmen as the leading means 
of cooperation leads logically to the conclusion that the 
average distributor knows that thorough education is 
necessary to insure the intelligent marketing of grinding 
wheels. It also indicates that practical instruction, under 
actual shop conditions, is superior to ordinary sales 
conferences. 

The rapid development of grinding in recent years 
and the introduction of new methods and metals, 
increase the opportunities for distributors to make this 

line a profit leader. The 
word profit is used, be- 








cause of all the distribu- 














Rough, heavy work 
Heavy duty precision 
General purpose 


Precision grinding 
Some tool grinding 
Internal grinding 


Fine precision grinding 
Tool room work on tools, cutters, 
reamers, hobs, etc. 


General purpose 
Precision grinding 


General purpose 
Some tool grinding 


Abrasive Used Material to be Ground | 
| Snagging 
| 
| Soft Steel and Alloys | 
| 
| 
| | 
| 
ALUMINUM | ‘ 
OXIDE | Mild Steels | 
| Hardened Steels 
| Internal grinding 
inne Cat iron ~—~S=S=«S=S ~ 
Tungsten carbide | s . 
SILICON Metals, brass | nagging 
CARBIDE Bronze, aluminum 
| Non-metallic 
__ | _ substances | 
| Steel castings 
EMERY | Malleables 


tors cooperating with us, 
only 3 were securing a 
gross profit of less than 
20% on the line. 

In order to take advan- 
tage of the profit possi- 
bilities of this line, dis- 
tributors must work out 
a practical method of 
furnishing customers 
~— —— with the grade, grain, 

| size, bond and shape of 
wheel which will best 
suit the type of work to 
ee be done. 

If- distributors, in co- 
operation with the manu- 
facturers they represent, 
will see to it that their 
jaiaitenliaiaes salesmen are kept in 
touch with the necessary 
grinding-wheel facts, 
they will become even 


Type of Grinding 








greater factors in the sale 








Chart employed by one manufacturer for the selection of abrasives to recommend 


on given jobs 
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of this line than they 
have been in the past. 
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one to the industrial distributor. What to do with 

the customer who orders in such small quantities 
as to preclude the making of a fair profit is a question 
not always easily answered. The small customer of to- 
day may develop into the big one of tomorrow, so he 
must be handled diplomatically. 

The main drawback with many distributors in check- 
ing each account with reference to the profit made on 
individual orders has been the lack of a workable plan 
for determining easily and quickly the actual costs of 
handling. 

The year just past has accentuated the seriousness of 
the small-order problem. Whereas in former years, when 


“Tene small-order problem has long been a puzzling 


*Percentage 


physical handling 


Percentage of 7 
ectly Chargeable to 





How Big Must An Order Be 


profits were being maintained, many distributors were 
content to absorb the losses of unprofitable orders be- 
cause profitable ones easily offset them, today with prof- 
its at the vanishing point every possible leak must be 
plugged. 

The usual system employed by industrial distributors 
to determine the cost of handling orders is to divide the 
total expense by the number of orders. This method 
yields a result which perhaps is accurate enough in times 
when business is booming and interest is not centered on 
economy, but narrowing profits demand closer scrutiny. 

In seeking an accurate method for determining han- 
dling costs, Mitt Suppvigs turned to a recent study of 
an electrical wholesaler made by the Department of Com- 
merce. With this method as a ba- 
sis, a case study has been made in 
a typical industrial supply house, 
using sales and operating figures 
for 1928. 

The method employed is based 
on the theory that it is unfair to 
load the smallest orders with a full 
share of those items of overhead 
expense which do not apply direct- 
ly to the obtaining and handling 
of orders. Under this method, 
each order carries a fixed charge 
to cover those expense items which 
are directly chargeable to handling 
and a prorated share of all other 
expenses. 

In applying this method, let us 
examine the distributor’s operating 
statement shown on this page. Each 
item of expense has been indicated 
as a percentage of the total ex- 
pense and in addition, those items 
which have to do with the buying, 
selling and routine handling of or- 
ders, exclusive of physical han- 
dling, are shown in the second col- 
umn. The percentages shown in 
the second column are, in some 
cases, smaller than the original 
percentages. This means, of course, 
that only a portion of this item of 
expense is spent for handling of 
orders. For instance, only 10% 
of the 3.64% listed under ex- 
ecutive salaries is spent in this 
manner. 

If we total the percentages in 
the second column, we find that a 
total of 37.58% of the entire ex- 
pense is directly chargeable to the 
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Actual sales and operating figures for 1928 of a typical industrial distribu- 
tor worked out in percentages. This statement was used to show how 
accurately order handling costs may be determined easily and quickly, by the 
application of a tested method developed by the Department of Commerce. 





handling of orders. If this 37.58% 
be expressed in dollars and divided 
by the number of orders received 
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to Be Profitable? 


during the year, the resulting fixed charge to be carried 
by every order is $1.36. 

The remaining 62.42% of the expense must also be 
charged to each order but, in accordance with the meth- 
od, in direct proportion to the money value of the order. 
To determine how much of this figure is to be charged 
for each dollar value of the order, the 62.42% must be 
expressed in dollars and divided by the total sales in 
dollars. In the case study explained here, a figure of 
$.11 results. This figure, therefore, must be added to 
the fixed charge of $1.36 for each dollar value of the 
order. 

Thus, an order for $1.00 must carry an expense of 
$1.36 plus $.11 or $1.47, an order for $10, $1.36 plus 
$1.10 or $2.46, and so on. 

Under the old system of figuring costs, the charge to 
be carried by each order in this particular house amounted 
to $3.73 and the minimum order which could be accepted 
at a profit was about $17.25, figuring the average gross 
profit on each order at 20%. 

Under this new method, however, the smaller orders 
do not carry as much of the general overhead as do the 
large ones and, therefore, an order for slightly more 
than $15.00 is profitable. The sliding scale of profit and 
loss is clearly illustrated in the chart on this page. 

Obviously, no industrial distributor can entirely elimi- 
nate the small-order problem. The moment he attempts 
to cut them out entirely, he lessens 
his value to customers. Even the 
best customers on a distributor’s 
books send in small orders from 
time to time. However, the losses 
sustained on them can very well 
be charged to sales expense and 
applied against the larger, more 
profitable orders, secured from the 
customer, An _ investigation of 
many accounts, however, will show 
that a large number of orders 
placed with the distributor are so 
small as to be unprofitable. These 
accounts must be watched closely 
with a view to building up the 
average size of the orders or to 
dropping the account as unprofit- 
able. 

The “cost determining” system 
described here can be very easily 
applied in any distributor’s busi- 
ness and will constitute another 
step in putting distribution costing 
on a par with production account- 
ing. The distributor, armed with 
such figures, can demonstrate to 
unprofitable accounts the expenses 
involved in distributing even the 
smallest items. Often, such a pre- 
sentation will result in a closer 
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Do you know the actual costs 

of handling orders? Here is 

a case study made of a typical 

distributor’s business, based 
on 1928 figures. It shows that the 
average order under $15.06 that 
year was unprofitable. The method 
used in arriving at these costs is 
based on a recent study of the De- 
partment of Commerce and can be 
easily adapted to any industrial dis- 
tributor’s business. 


understanding between distributor and user, with a re- 
sulting consolidation of orders so as to make them prof- 
itable. In other cases, it may be found necessary to 
drop customers from the books. In either case, the dis- 
tributor will profit by knowing exactly what it costs to 
handle each order and thus will be able to control his 
sales more effectively. Operating expenses in distributing 
establishments will only be materially reduced when 
every phase of expense is subjected to an intense scru- 
tiny by executives who can weigh the relative importance 
of all activities. 


W hat Does It Cost to Handle Orders? 


order without loss 


Smallest possibh 


The above chart shows the net loss, net profit, cost per order and smallest 
possible order which can be handled at a profit. Net loss or profit may be 
determined in dollars and cents by using the left hand scale and measuring 


vertically between the two dotted lines. 
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W HO’S WHO 


HARRY E. READ 
President, Belcher and Loomis, 
Providence, R. I. 


T the age of 15, Harry E. 
Read, son of a manufac- 


turing jeweler in the little 
village of East Greenwich, near 
Providence, saw an ad in the 
Providence paper for a cash boy. 
The ad had been entered by that 
century-old wholesale hardware 
house, Belcher and Loomis. Mr. 
Read considered the ad thought- 
fully. Since there would prob- 
ably be quite a number of boys 
applying for the position, he 
tried to think up some way to 
beat the competition. Conse- 
quently he went to W. L. Sharpe, 
who was a local hardware man 
and a customer of Belcher and 
Loomis to see if he could help 
him get the job. Mr. Sharpe 
kindly said he would. 

But even that didn’t cinch the position. First he had 
to go to the office of Belcher and Loomis and join the 
line of applicants. The man he interviewed told him 
he was not sure that he would make a satisfactory boy 
for the job, but he would think it over and Harry could 
call again in the evening for a definite decision. 

So Harry had a whole day to wander around wonder- 
ing if he was to be selected for the position. However, 
returning at the time agreed he found that he had been 
and that the salary would be $5.00 a week. Not a great 
deal of money, but the psychological effect of waiting 
for a decision had so increased his desire that the sal- 
ary was of little importance. 

For three years Mr. Reed worked as a cash boy and 
by that time having a good idea of the methods of 
operation in the company, he was offered an additional 
job as entry clerk. This meant working till nine, ten or 
eleven o'clock in the evening in order to do the work 
of two men, but the salary was raised to $12.00 per week 
and he was glad of the chance for broader, more ad- 
vanced work. 

The position of counter clerk was the next oppor- 
tunity for a change which came to Read and as this 
was only supposed to be the work of one man, his 
salary was reduced to $10 per week. But as a desire 
to learn all there is to know about a job has always 
been one of Mr. Read’s characteristics he was willing 
to take up the new work even at a temporary financial 
loss to himself. 

After two or three years as counter man, he was 
made an outside salesman. At this time the company 
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Harry E. Read saw the 
possibilities in the indus- 
trial supply business; 
persuaded his employer to 
inaugurate an industrial 
department, and then 
proceeded to prove that his 
idea was a good one by 
making the department a 
thorough success. 


was selling only to the hardware 
trade but Mr. Read conceived 
the idea that the business could 
be profitably expanded by taking 
on industrial supplies. He likes 
this class of trade and enjoyed 
making plant surveys. It offered 
him an opportunity to compare 
the goods used by these factdries 
with the goods his firm had in 
stock, and he visioned the firm of 
Belcher and Loomis doing a large 
industrial supply business by 
properly soliciting this trade and 
stocking the items most needed. 

Accordingly, he broached the 
subject to Mr. Loomis and as a 
result, was assigned especially to 
industrial accounts, His first or- 
der as a mill supply man was the 
sale of $15.00 worth of goods to 
the Newport Engineering Works. Mr. Read followed 
the industrial line with a firm determination never to 
allow himself to become discouraged and never to give 
up a prospect who was a logical user of the goods he 
sold. There was one account on which he called for a 
year before he had an opportunity to see the buyer. 
Even when this resistance had been broken down, it 
was five months later before he was able to procure 
an order. However, when it came it was the largest 
single order ever placed with the firm of Belcher and 
Loomis. 

Competition was not so keen in those days and Mr. 
Reed created many new friends and customers in a 
short time. The business developed to such an extent 
that it was necessary for him to spend most of his time 
in the office. Incidentally one of the ways he built up 
so much good will was by making it a practice to fill 
personally all orders he had taken. Some of the other 
salesmen regarded this as waste of effort in consider- 
ation of the fact that there were other men assigned 
to this work, but Mr. Read was going to be absolutely 
sure that no mistakes were made in delivering his cus- 
tomers’ goods. 


HE mill supply department continued to expand and 

as Mr. Read was the first man in the department, it 

was natural that when new men were added he should 

direct their activities. In 1897, he was accepted as a 

member of the firm. In 1919 he became vice-president, 
and in 1926, was made president. 

The mill supply department (Continued on page 64) 
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Fixe E. READ started in as a 
cash boy with Belcher and Loomis when 
15 years of age. He has stuck to his guns 
ever since and today is president. It was 
at Mr. Read’s suggestion that Belcher and 
Loomis added industrial supplies years ago. 
That the suggestion was a worthy one is 
evidenced by the fact that the company’s 
industrial supply and equipment business 
now runs into seven figures. 
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OW We Sell Him 


t 

! 

' 
too many material re- 
placements, so I decided 
to go to the plant and 
spend a day investigat- 

y , 

’ 


ing. True, the company 
was giving us. orders 
galore, but it wasn’t get- 
ting efficiency out of its 
equipment. Bearing in 
mind that service is our 
best product, I took a 
sandwich in the pocket 
of my car and set out to 
make a day of it. 
\rriving at the works, 
the first thing that caught 
my eye was a 14-inch 





ENDLESS BELT REPLACES 
LACED BELT 
A laced cross belt was replaced with an end- 
less belt through pointing out the ultimate 
economy in such a purchase. 





INTENSE HEAT REQUIRES HIGH TEMPER- cross belt on 25-foot cen- 
. ; ‘ ATURE CEMENT : : 
ECHNILICAL knowledge, : : ters, traveling at a high 
One great source of trouble, the continual drying é ; : 
out and crumbling of ordinary refractory cement, rate of speed. | immedi- 
and study of the customer's was eliminated by recommending our special high ately remembered that 
needs, is one of the chief prerequi a ae six months before, I had 


sold this belt with ordi- 
thing more. The faculty of keeping one jump ahead of | nary metal laces whereas if I had been informed as to 
the buyer can be developed only by that salesman who — the particular features of its application I would have 
understands his market thoroughly. 


gained through observation 


sites to selling the mill man some 


specified a lace especially designed for the cross belt. 


It's not easy to get this technical knowledge. It’s hard | Accordingly I began to extol the merits of the cross belt 
to gain the perspective of your buyer in the time allotted lace. However, it soon dawned on me that the ideal 
most salesmen by their managers. .\nd of 


course there aren't any comprehensive text 
hooks covering the specific cases encoun 
tered each dav by which the salesman might 
learn to gage lis potential sale 

Just the same there is a sure method of 
schooling yourself in the industry you serve. 
Phat is by getting on the inside, delving into 
the mechanism of the thing, and asking 
questions about anything over which you 
may be confused. This requires more time 
than the usual business of “just dropping 
by” but it will prove to be time well spent. 

For instance, one of our customers, a 
sand and gravel company, had been having 


HEAVIER TOP COVERING NEEDED 
A study of the conditions under which this 
conveyor belt was operating, showed the ad- 
visability of replacing it with one with a heavier 

top covering. 
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SOMETHING 
MORE 


By A. R. KISTLER 


Salesman, Gustin-Bacon Manufacturing Company 


Kansas City, Missouri 


equipment for this installation 
was an endless belt. So I di- 
verted my talk to the endless 
belt, and after pointing out the 
economy such a change would 
effect in the long run, I made 
the sale. 

Climbing to the head pulley 
of the great 36-inch crushed 
stone conveyor, employed in 
loading cars, | noticed many 
severe abrasions in the belt. 
A competitor had been selling 
this company a new, low- 
priced conveyor belt each 
season. He had evidently just 
taken the yearly order without 
ever checking up on the actual 
conditions to which the equip- 
ment had been subjected. By 
the simple process of replac- 
ing this one-eighth inch top 








HEAVIER AIR HOSE 
PROVES ECONOMICAL 


Due to the severe conditions en- 
countered, the light-weight air 
hose in use was not standing up. 
By substituting a heavier and 
larger hose, the need for seasonal 
replacement has been removed. 


GRIT MAKES V-BELT WEAR 
EXCESSIVE 
Emergency deliveries of V-Belts 
were common since this drive 
operated in a grit-fulled atmos- 
phere. A _ simple spike to be 
used as a spare rack resulted in 
encouraging a stock of spares to 

prevent shutdowns. 


cover belt with one of three-sixteenths of an inch top Next we went to the mines where a water pump was 
cover, constructed of special tough stock compounded to — reported leaking. On our way we passed by the end 
resist hard wear, the life of the conveyor was increased — of a boiler with brick insulation. 


The brick cement was 
threefold. 


in bad condition, There were many large cracks and 
in one or two places bricks had fallen com 
pletely away. The superintendent told me 
he was using an ordinary refractory cement. 
He also said that the normal temperature 
of the boiler was 2500 degrees. When | 
pointed out that no ordinary cement would 
withstand such heat without drying out and 
crumbling, and then applied a little sales 
talk about our special high temperature ce 
ment, an order came through for a sufficient 
quantity of the product to last the company 
three or four years. (Turn to page 20) 
INFERIOR PACKING CAUSED LEAKS 
This cold water pump had to be repacked every 
three weeks when cheap packing was used, but the 


waterproof packing installed in its stead has func- 
tioned for over three months without replacement. 
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How We Sell Him Something More 


In the mines we 
found a cold water 
piston pump which 
had been leaking for 
several weeks.  Ex- 
perience had taught 
ine that the most fre- 
quent cause of leaks 
was inferior packing 
in the stuffing box, so 
| asked how often it 
was necessary to refill 
the box and was told 
“once every three 
weeks.” | took this 
opportunity to demon- 
strate that the leaks in 
this case were caused 
through the use of a 
poor quality competi- 
tive packing, loosely 
braided, and sold a 
substantial order of 
our special waterproof 
packing. This particu- 
lar pump has caused 
no trouble for over three months. 

l‘urther, in the heart of the mine 
we found an air hose in an extreme- 
ly battered condition. It had been 
dragged around over sharp rocks, 
kinked and twisted. Large rocks 
had frequently fallen on it, leaving 
deep cuts. Picking it up I discov- 
ered that it was a light weight hose, 
designed for lighter duty than that 
encountered in a rock mine, so | 
recommended a hose of heavier con- 
struction and larger size. My cus- 
tomer has since agreed that the new, 
larger hose has not only helped 
him speed up production, but has 
also entirely eliminated the neces- 
sity for replacing the hose every season. 

We went back to the mill where a V-belt drive was 
running a shaker screen—an installation which required 
three V-belts. The atmosphere was dusty and the pulleys 
collected considerable grit. I saw at once why this cus- 
tomer had needed so many V-belts, and why. on two 
occasions, he had asked us to rush the order out to him 
within the hour. [I could not recommend a better belt 
than the one in use but I could make a suggestion, I told 
him to be on the safe side and keep five or six spares 
on hand. Then | asked him for a hammer and long 
spike, and | put up the “spare holder” which is in use 
today and which it is my duty to keep filled. 

Entering the tool room we came upon a man grinding 
tools. | inquired as to his work, and he replied he was 
having trouble with his grinding wheels. 
that they burned his tools. 
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He complained 
An inspection of his equip- 








SPEED REDUCERS CUT POWER LOSSES 
Although the initial outlay was greater, speed reducers 
effected a saving on many machines in the plant due 

to their low cost of maintenance. 


ONE GRADE OF GRINDING 
WHEEL INADEQUATE 


Not only was the wrong type of wheel 

being used for tool grinding, but in- 

vestigation proved that this wheel was 

being used for all the grinding done. 

A complete set of wheels were sold so 

that the user had the right wheel for 
each job. 


ment disclosed the fact that he 
was using wheels of the wrong 
erade, Ilis wheels were 
adapted to cast-iron work 
while he was grinding: steel. 
1 gave the superintendent a 
booklet showing the best grade 
of wheel for various classes 
of grinding service, 
several of which | 
carry with me at all 
times, and convinced 
him that the one grade 
of wheel employed in 
his shop was inade- 
quate. As a result he 
ordered several grades 
after we had checked 
over the various du- 
ties of each. 

Finally, besides all 
these sales which | 
have mentioned, my 
observations during 
this one day of search 
ind research led to the 
most gratifying sale 
of the year. It oc- 
curred to me that this 
company was using more space in its plant than was 
really needed. ‘There were too many large pulleys and 
long belts around, I suggested to the general manager 
that he consider using speed reducers on several ma- 
chines on which | considered this type of equipment 
would prove most economical. | told him | believed his 
costs of operation were high and that with his equipment 
there was considerable loss in power between the motor 
and the machine. | pointed out that with a spur-gear 
speed reducer, he could get a 20 to 1 speed reduction. 
| admitted that the initial cost of the reducer would be 
more than the cost of the other drives, but the eventual 
cost. on the basis of maintenance, would be far less. 

| sold the president of the company and today am 
sort of a technical advisor for the outfit on the material 
and equipment which [| sell. It is my purpose to become 
such an aid to every company in my territory, 
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R. G. Blendinger 


Building Bigger Brush Business 
at Beals, McCarthy & Rogers, Inc. 


te me brush business has 
shown a decided in- 
crease,” 
ee 
Manager of Beals, McCarthy 


are the words of 


Evans, General Sales 


' and Rogers, Inc. of Buffalo. 


“In the early spring of 1931,”’ 
explained Mr. Evans, ‘‘we 
decided to take on the Osborn 
line. That decision was made 
after careful consideration of the 
Osborn Plan of Co-operation 


with Industrial Distributors. 


‘We found this plan set up a 
relationship between manu- 
facturer and distributor that 
offered real possibilities for the 


development of our brush busi- 
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| ness. The high standard of 
Osborn products and the com- 
pleteness of the line were 


factors that went far to influ- 





KNOW THE LINE OF 
| OSBORN BRUSHES 


Wire Wheel Brushes 
| Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 
Push Brooms—Wire and Fibre 
| Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 
Rotary Brushes 
Flue and Heater Brushes 
Special Purpose Brushes 


| ThE Os80RN MAnurAcTuRING COMPANY 
| 5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco, 
| Los Angeles 








G. F. Evans, General Sales Manager, 
Beals, McCarthy aud Rogers, Inc. 


ence us to make the most of 


Osborn assistance. 
















“Our salesmen are growing 
more and more ‘brush con- 
scious’ We are more than 
pleased with results to date 
and are genuinely optimistic 


about the future,’’ concluded 


Mr. Evans. 


We share your optimism, Mr. 
Evans. We are confident that 
your salesmen are the calibre 
of men who recognize a sound 
opportunity when they see it. 
Osborn stands back of your 
men to help them develop 
their real potential market for 


Osborn Brushes. 
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BRISTLE 


‘The bestbristle in the world comes from 
the hogs or wild boars that thrive in the 
coldest regions of China and Russia. 
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WIRE 


All wire used in Osborn Brushes is 
specially drawn in American Wire Mills. 


CAMEL HAIR 
(SQUIRREL HAIR) 
The Siberian Squirrel furnishes the 
“Camel Hair’’ of the brush industry. 


BADGER HAIR 
The best quality of Badger hair comes 
from the Balkan States, Russia 
and Siberia. 











“RATTAN FIBRE BAMBOO 1 
Rattan fibre is obtained from a species 
of tropical palm that is native to the 
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THE WORLD-WIDE SCOPE of O 
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This map indicates that expediency of location of sources 
of supply has no bearing whatsoever with the makers 
of Osborn Brushes. The Osborn standard of quality 
demands that the right brush materials be secured 
regardless of what part of the world they originate. 
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Show This Informative M 


The “Brush Conscious” Salesman of an | 
Osborn Distributor can put these pages to 
effective use and give his customers a clearer t 


picture of what is meant by“Osborn Quality”. t 
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eroves in China come the 
Jamboo Splints. 
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Bass fibre comes from a species of 
Piassaba palm that flourishes 
African and Brazilian tropic lands. 
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, of OSBORN BRUSH MATERIALS 









yurces 
akers 
juality 
cured 
inate. 


BRISTLE 









HAIR” 
Squirrel Hair 
fro: 





rom 
SIBERIA AND 
RUSSIA 


from CHINA, RUSSIA, 


ad 
coun) \ 
4 i Lew! RUSSIA 
f i, j AUSTRALIA, SOUTH 
i 


from 


















AMERICA AND SIBERIA 
UNITED STATES 
; 
fivalA f BADGER 
‘ane 
prea HAIR 
ry ie Rao s Fon Lares f 
* OA BALKANS, RUSSIA * ore So Nici aa wn 
are AND SIBERIA if MONGOUA "mal fs 
ne a OX BAMBOO\; 
%. Neo 1iANG 
PE. OM nen f sil SPLINTS 
mei?” _.. MEELY CHINESE REPUBLIC © from 
by ¥ ee pa XA as Conn 
4 x f ea ne 1 H chin 9 niger , 
R 





FIBRE 
e from INDIA ond 
“\. CEYLON 


from INDIA ond 
CEYLON 








aus 
AUSTRALIA 
ale thita 


ve Map to Your Customers 


fan There is no substitute for a good brush! 
's to Osborn Brushes are good brushes because 
~arer they are made of selected materials, correctly 


ity’. built to meet particular requirements. 
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BASSINE FIBRE 

Bassine is the commercial name of 

several grades of fibre secured from 

the Palmyra palm growing in India 
and Ceylon. 


” ~ 


PALMYRA FIBRE 
Palmyra is the name of another grade 
of tibre from the Palmyra palm. 






' 
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PALMETTO FIBRE 
Palmetto fibre comes from a species 
of dwarf palm growing in Florida. 
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TAMPICO FIBRE 

‘Tampico fibre comes from the leaf of 


(pie sp 
the famous Century Plant’... a 
species of cactus that grows in Mexico 
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New Informative Series 
To Explain Osborn Brush Materials 





N IMPORTANT PART of the Osborn Plan of Co-operation is to furnish 
helpful information about Osborn Brushes to Distributors’ Salesmen. 


Brush materials . . . what they are and why they are used in Osborn Brushes 
. is information that will be of real value to a ‘‘Brush Conscious” Salesman. 


The following brief outline of Osborn Brush Materials will be amplified in 
future issues of ‘‘Brush News’’. 


There Are Four Chief Classifications of Brush Materials: 


1— BRISTLE 3—FIBRE 
2—WIRE | 4—HAIR 


1. BRISTLE: There is no substitute for pure bristle in paint and varnish 
brushes. Bristle comes from the back of the wild boar or hog of Russia and 
China. Only pure bristle has the ‘‘Flag’’ or split end. This is nature’s identifi- 
cation mark for pure bristle. 


2. WIRE used in Osborn Brushes is specially drawn to meet a great range 
of standard and special requirements. 


3. FIBRE: There are many kinds of fibre used by the makers of Osborn 
Brushes. Think of these fibres according to their differences in TEXTURE, 
ranging from the coarsest to the finest. 


4. HAIR: There are many kinds of hair used in the brush industry. Gener- 
ally speaking, all hair used in brush-making may be divided into two classifications: 


HORSE HAIR and SOFT HAIR. 


Horse hair is of various colors and textures. Each grade of horse hair is selected 
for its ability to meet certain requirements. 


Soft hair comes mostly from fur-bearing animals. Each kind of soft hair has 
certain characteristics which determine its use in various kinds of brushes. 


NOTE TO “BRUSH CONSCIOUS” SALESMEN 


Be sure to read every issue of the forthcoming series of infor- 
mative articles in ‘‘Brush News’’. Each issue will include important 
data that will help you answer questions of your customers. 





GENERAL OFFICES AND MAIN PLANT SALES BRANCHES 


5401 HAMILTON AVENUE Tit OSBORN MANUFACTURING COMPANY NEW YORK Cyiicago LOS ANGELES 
CLEVELAND, OHIO, U.S.A. DETROIT SAN FRANCISCO 























Lucky Luke gets a 


Dear Al: 


AR! Har! Har! I hate to rub it in, fellah, but 
H I have to laugh when I think of how unroman- 

tic this old industry is. Yeah, it’s getting as 
quiet as a boiler-shop and selling the factories has no 
more kick than a 12-inch siege gun. I tell you if I had 
$400 more in the bank I would have a nervous break- 
down, but as it is I have to keep going. On the level, 
Al, this work has been so exciting lately I fell asleep 
on Eddie Robinson in his last gang picture. 

Well, I just struggled out of another headlock and 
outside of losing five pounds in a couple of days I’m 
O. K. and glad I didn’t swallow poison as I meant to. 
This deal reminds me of one time at a ball game be- 
tween the Browns and the White Sox. Along about the 
sixth inning Sisler hit a foul that went away up almost 
to the roof, and, believe it or not, that darn ball stuck 
in the screen right 
beside a girder and 
stayed there. 

That was that, 
and we all turned 
to watch the game 
when a yell went 
up, and there was 
a kid about 12 
years old climbing 
up that girder after 
the ball. Well, some 
women fainted and 
some screamed but 
the cops told every- 
body to keep quiet 
and not scare him, 
and 22,000 fans 
forgot the game to 
watch the little 
sucker climb. He 
kept on, never tak- 
ing his eyes off that 
pill, and he had a 
determined look on 
his pan, like Napo- 
leon before a battle. 


oe 
KXX> * 


. ALF = 


1 


? - 
ZISEN oP" When I got through tearing that telegram the biggest 
scrap wouldn’t make a piece of confetti. 
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BREAK 


By COIT A. SMITH 
Western Field Editor, Mill Supplies 


To make a long story short, that kid got within two 
feet of his objective, and, just as he reached out his 
hand, the ball slipped out of its net and fell into the 
crowd. He looked down, white as a sheet, then a sickly 
grin spread over his face and he backed down into the 
arms of the cop. And instead of getting pinched, he 
got a big hand and some player gave him a ball all 
autographed up and everything was 
Jake after all. 

Now here’s what happened to me. 
You know a real belting account is a 
gold mine when you get a plant sold 
on your brand. That’s why I nearly 
got white hair switching over the Nor- 
cross Machinery Company. This out- 
fit uses belting and lots of it, always 
making changes and additions and the 
stuff has to be good. 

Well, I worked on old man Norcross 
till I had belting on the brain. Word of 
honor, Al, I did everything but kiss that 
guy to get him to buy our X L brand. 
I figured and measured and made tests 
galore, but he wouldn’t weaken. He 
was good friends with the company 
which was supplying him and its belt 
was almost as good as ours, 

At last after eight months of plug- 
ging I got wind from one of my friends 
in the Norcross plant that the boss was 
weakening, but didn’t like to give in. 
In other words, he was ripe for pick- 
ing and I was “in” if I didn’t slip up. 
Say, I went after him like a bloodhound 
because I was due to go on a week’s 
trip soon to a few factories and I 
wanted to close first. 

I persuaded Norcross to let me put 
on a test length of our X L belting in 
a spot where conditioris were terrible. 
I told him if it didn’t show up better 
than what he was using, I would shut 
my trap forever and I meant it. I was 
getting punch-drunk from battling him. 
Lo and behold, the old X L worked 
like a million dollars and before I left 
on my trip he came across; gave me an 
order and promised that he would re- 
place the old belts as fast as he could 
reasonably doso. (Continued on page 61 ) 
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Opportunity 


N his discussion of present business con- 
| ditions and the outlook for 1932 on page 
6, Dr. Virgil Jordan states his belief that 
the natural economic adjustment of prices, 
costs and debts in our business structure, plus 
the probable effect of constructive measures 
proposed by the Federal government will 
work together toward the greater stability 
and some expansion of domestic business 
this year. 

Dr. Jordan states further that such im- 
provement in industrial activity as will come 
will be reflected somewhat in advance by 
increased demand for industrial supplies. It 
is a known fact, of course, that stocks 
throughout our land are at the vanishing 
point. Industrial plants have no reserves to 
fall back on. In many instances, they are 
depending on parts from idle machines for 
use in repairing those in operation. 

Obviously, there is a limit beyond which 
this sort of thing cannot go—a limit which 
has just about been reached, even though 
industrial activity remains in status quo. Any 
quickening of industrial endeavor, naturally, 
will increase the need for industrial supplies 
and equipment. And when industry makes 
its demands, the industrial distributor will be 
expected to meet them quickly and efficiently. 
Users won't have time to wait for direct 


shipments, not even those who wish to. 
They're going to demand immediate service 
from the local distributor—a demand which 
will test the distributor’s efficiency to the ut- 
most. 

To the wide-awake, progressive distributor 
this unusual demand, which is certain to 
come, sooner perhaps than many of us think, 
spells opportunity; opportunity to impress 
indelibly upon industry, particularly those 
members of industry who are skeptical as to 
the true worth of the distributor, the futility 
of trying to get along without the necessary 
services which, by and large, only the dis- 
tributor can make good on. 

The greatest opportunity the industrial 
distributor has ever had is at hand. To take 
full advantage of it requires considerable fore- 
sight and market study by individual distribu- 
tors. Study the needs of users in your local- 
ity, fit your stock to meet those needs and 
you won't have to worry about missing out 
on an opportunity which, as a rule, comes but 
once in a lifetime. 


A Platform of Progress 
(cer bins observers throughout 


our business world are agreed that 
the greatest economic progress of 
the next decade will be made in distribution. 
So far as the distribution of industrial sup- 
plies and equipment is concerned, the respon- 
sibility for progress rests jointly with the 
manufacturer, distributor and user. 
Obviously, the speed with which improve- 
ments can be made depends entirely upon 
how rapidly ideas, plans, methods, and poli- 
cies can be gotten to and assimilated by the 
individual members of the industry. The dis- 
tribution of facts so necessary to economic 
progress is largely the responsibility of the 
business magazine. 
Mixt Supputes, for 21 years spokesman 
of the industrial supply business, recognizes 
that present-day conditions demand _far- 
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sighted leadership. Nineteen-thirty-two prob- 
lems must be faced with 1932 methods. 

In building its editorial program for this 
year, therefore, Mitt Suppuiss has striven 
to point the way to more economical and 
efficient industrial distribution, which, in 
turn, will result in better sales representation 
for the manufacturer, increased profit for the 
distributor and improved service, at lower 
cost, to the user. 

It will be our endeavor editorially during 
the coming months to stress the need to: 1. 
Economize, by eliminating wasteful, uneco- 
nomic practices; 2. Localize, by studying 
thoroughly the territory covered to deter- 
mine the profitable trading area; 3. Special- 
ize, by concentrating sales efforts on profit 
able items in known markets; and 4. Adver- 
tise, by developing a well-balanced program 
of publicity. 

The intelligent application of these four 
principles to individual businesses cannot help 
but have a stimulating effect on both sales 


and profits. 


Planning for Profits in 1932 


EPORTS of distributors from 36 dis- 

R tributing centers show that 1932 

operations are being budgeted so as 

to insure a profit on a volume no greater than 

1931. Planning on such a basis is good busi- 

ness and indicates sound thinking on the part 
of distributors. 

Budgeting on a low-volume basis, however, 
does not mean a letting up of concentrated 
sales effort. On the contrary, distributors 
will be “hitting the ball” harder this year 
than ever before. Competition demands it, 
and those who think they can get by with 
little sales effort until “normal business” 
returns probably won't be around to witness 
the “homecoming.” 

Evidence of real determination to do a 
better sales job than ever is seen in the fact 
that 93% of distributors cooperating with 
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Mitt Supp.ies in its business survey, plan 
to do a more intensive sales job this year; 
93% are going to specialize more on profit- 
able lines; and 91% are determined to main- 
tain prices at a profitable point. 

With such sound planning, it isn’t difficult 
to predict that the industrial distributor is 
going to emerge from the present depression 
in an even sounder position than he went 


into it. 
YK 
In Numbers, There is Strength 


EWS continues to emanate from the 
N headquarters of The Joint Merchan. 
dising Committee telling of the 
steady progress of the work. This month 
several new distributor backers of the move: 
ment are reported; a very favorable sign, for 
the success of the campaign depends very 
largely upon the extent to which distributors 
themselves aid. 

While it is true that all industry will share 
in the benefits of the Committee’s work, as 
it progresses, it is equally true that the dis- 
tributor stands to profit more than any other 
one factor. Therefore, distributors should 
take it upon themselves to provide the leader- 
ship so necessary to success. 

It’s not the small financial investment that 
is required of individual subscribers that 
counts so much, as it is the support of increas- 
ing numbers. 

Many individuals—members of the Com- 
mittee and others, who are taking an active 
part in the work—are contributing far more 
than is asked or expected of most distributors. 

What the Committee does need and ear- 
nestly requests, however, is the backing of a 
greater number of individual distributors. In 
numbers, there is strength and every distrib- 
utor owes it to himself and his industry to 
add his support, so that an already strong 
movement can become stronger and thus, be 
assured of the fullest measure of success. 





How to get results from the 


Committee’s Work 











66 OW can we capitalize on the work of the 
Joint Merchandising Committee?” This 
question is probably put to us more often 

than any other. Subscribers to the campaign ask it, for 
they want to be sure they are getting their money’s 
worth. Prospective subscribers ask, because they want 
to be certain that their proposed investment is sound 
before making it. 

The industry as a whole, of course, is already feeling 
the benefits of the Committee’s work. Educational data 
concerning the economic importance of the distributor, 
developed by a nation-wide survey made under the direc- 
tion of the Committee, is gradually being disseminated. 
The official bulletin of the Committee, the Coordinator, 
is bringing the facts to about 7,000 distributors and 
manufacturers monthly. Many distributors are using the 
charts put out by the Committee as special inserts; on 
the back of letterheads, quotation blanks, invoices and 
shipping tags. Both the National and Southern Asso- 
ciations are using charts on their letter-heads, Murti 











NEW DISTRIBUTOR SUBSCRIBERS 


Congdon and Carpenter Company 
Fitchburg Hardware Company 
O. Iber Company 
Pidgeon-Thomas Iron Company 
Shadbolt and Boyd Company 











The Committee can dig up the facts 
as regards economical industrial distri- 
bution and make them available, but 
the responsibility for making them pay 
dividends rests with industrial distribu- 
tors and their salesmen 


By R. M. GATTSHALL 


Executive-Manager, Joint Merchandising Committee of 
the Mill Supply Business, Youngstown, Ohio 











SupptiEs is keeping its readers in touch with what the 
Committee is doing. As a result of these activities, con- 
siderable progress is being made toward putting the 
distributor in his rightful place of service and profit. 

Despite the improved feeling toward distributors 
which even now is apparent, the ultimate success of 
the Committee’s campaign rests with distributors them- 
selves. The Committee is making available the facts 
as regards economical industrial distribution, but it’s 
up to distributors and their salesmen to put these facts 
to use. That entails first, knowing the facts yourselves 
and second, telling both your sources of supply and cus- 
tomers about them. 

Take the chart on the opposite page, for example. 
It’s the most comprehensive yet put out by the Com- 
mittee. There, in one chart, are facts to prove that the 
shortest route for industrial supplies to the user is 
through the distributor. 

There are shown 30 important ways in which the 
distributor aids the manufacturer. Are you familiar 
with all of them? Are your sources of supply? 

On this one chart, also, are 27 convincing reasons 
why users should buy of the distributor. Are you and 
your salesmen thoroughly informed concerning them? 
Do your customers and prospects know these facts, and 
do they believe them? 

The Committee can dig up the facts and make them 
available, but the responsibility for making them pay 
dividends rests with you and your salesmen. 

Study this chart thoroughly. Familiarize yourself 
with the pertinent data it contains and then use it in 
your everyday work. If all distributors and all distrib- 
utor’s salesmen would do this, profitable results would 
be even more pronounced than they are now. 
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© Jie SHORTEST ROUTE FOR INDUSTRIAL SUPPLIES 
TO THE USER IS 
THROUGH THE INDUSTRIAL SUPPLY DISTRIBUTOR 


HOW THE DISTRIBUTOR AIDS THE MANUFACTURER HOW THE DISTRIBUTOR AIDS THE USER 


1. He eliminates risks 13. He has personal 22. He furnishes stock 
of fire - theft - aquaintance with handling clerks. 
o buyers. | ' 
Us. He has knowledge 23. He makes more fre- 
' 7 a" ee 
J 15. He reduces number 24. He furnishes com- 
of fecturer’s P inform 






































S SERVICE SAVES TIME AND MONEY TO USER 





FACTORY 


THIS IS THE SHORT STRAIGHT ROAD OF EFFICIENT MERCHANDISING -- QUICK SERVICE-- LOW IN COSTS 
Furnished by THE JOINT MERCHANDISING COMMITTEE to Subscribers 























The facts appearing on this chart were developed through a nation-wide survey among manufacturers, distributors and users of industrial supplies and equipment. The survey 
was conducted under the direction of the Joint Merchandising Committee of the Mill Supply Business. 
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Distribution Cost Accounting 


N editorial in Class and Indus- 
A trial Marketing for Novem- 
ber, entitled “Sales Expense 
and Distribution” stresses the need 
for distribution cost accounting by 
manufacturers and suggests that such 
costing may show that the method of 
distribution employed is too expen- 
sive. Further it states that such a 
study will show, in many cases, that 
certain items, which have been re- 
garded as specialties, may well be 
sold as staples when backed by the 
proper sales and advertising plans and 
educational work. 


Sales Analysis 


B. SPOONER, Jr., in an ar- 
® ticle in the November 11 is- 
sue of Advertising and Selling, 
stresses the fact that more careful 
analysis of sales and customers will 
be necessary in the period 1932-42 
due to the fact that new plant con- 
struction will be limited. He sug- 
gests an analysis of past sales which 
will answer.the following questions : 
1. Who have our customers been 
—and where? 
2. What industries have we sold— 
and in what proportion to the total ? 
3. How does each market use dif- 
ferent products? 
4. What were the results of the 
use of our products? 
5. Who sold the business—where 
and when? 


Census of Distribution 


FEW of the many uses to which 
the Census of Distribution may 
be put by distributors are suggested 
in Domestic Commerce for Novem- 
ber 10. Suggestions included are: 
1. To check salesmen’s perform- 
ances. 
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Keeping in Touch with 
DISTRIBUTION 


a 


2. To discover related lines which 
might increase sales. 

3. To prevent overstocking of 
goods. 

4. To reduce costs by restricting 
territory. 

5. To study expenses. 

6. To determine the most desirable 
credit policy. 

7. To invade new territories wisely. 

8. To determine the strength of 
other types of distributors. 

9. To investigate the construction 
market through the new census of 
the construction industry. 




















































































































WHOLESALERS’ AVERAGE OVERHEAD 
EXPENSES FOR 1930 
ement —Officer 
1 | Departmen ~ lenagers, Assia mente and 26 41 | 
other Trecativ _ 
Office Sala: | 
2 |Itncludis jing al ait dole toa rs, stenog-| 2.5 21 
and employees 
3 |Postage, omen 7 telegraph 08 09 
and telephone 
4 Legal and a Auditing 02 0.2 
5 Heat, a Water and 02 0.2 
6 proses sot eee 5 on Buildings, o4 0.3 
7 Boxing and Packi ae penses, Trucking 0.9 14 
8  ., and Warchouse es 3 
al 
ling order, a ping 23 2. 
a Catalogs. ee onl | tenations, sub- os 0.3 
iptions, entertainment, charity, etc. 
10) Salesmen’ —— and 35 3.5 
ll Rent and Real Estate 13 12 
12 Insurance i, Taxes Cae Than 10 04 
neous Expen: 
1F|tactetiag ail expeneee wot tiassihed shave] 0-4 62 
Outside of items listed below 18.8 19.1 
Interest on Borrowed M and Interest 
14)2'S% on Capital and Surplus Employed} 3-0 sao 
15 Loss from Bad Debts os 0.9 
Total Expense 22.6 216 
16) Percentage of Federal Tax 03 Net Reported! 
17 % we Bags pm 2.9 |Net Reported 
18) Number of Turnovers 3.2 62 
es el 
Revenue from Cash 1s 17 
Discount 
21 Cash Rice Given 11 15 
22) Miscellaneous Income 07 0.0 
23fNe Lowe fi vcilaneous income —— 11 o7 























Pertinent comments on timely topics from 
other fields of distribution 


Operating Expenses 


COMPARISON of operating 

expenses compiled by the Na- 
tional Hardware Association and 
those of electrical wholesalers, as 
shown in Electrical Wholesaling for 
November shows marked similarity. 
It will be noticed that the total per- 
centage of sales spent for operations 
in both of these fields is very close 
to the average for industrial supply 
distributors as determined by the 
Joint Merchandising Committee of 
the Mill Supply Business. 


Distribution Suggestions 


ALES MANAGEMENT for Oc- 
tober 3 carries the comment by 
an Official, who has taken part in a 
number of recent investigations, that 
improvement of manufacturers’ dis- 
tribution must come from the utiliza- 
tion of two factors. The first fac- 
tor must assure a profit to wholesal- 
ers and retailers which will cover 
their cost of doing business, and the 
second is the assurance of an equal- 
ity of treatment, based on an inva- 
riable selling policy. 


«‘Over-Stock’’ Lists 


LECTRICAL WHOLESAL- 

ING, formerly The Jobber’s 
Salesman, for December carries an 
article on a group of nine electrical 
wholesalers in Pittsburgh who have 
been successful in compiling an over- 
stock list. The original list pub- 
lished proved so successful in turn- 
ing slow-moving stocks that arrange- 
ments have been made to compile the 
list every three months. The Electric 
League of Pittsburgh does all the 
work in compiling the lists which 
comprise 37 pages and contain 1600 
items. 
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Safeguard Automatic 
Liquid Level Gauge 


Plain Compression 
Grease Cup 


PENBERTHY INJECTOR COMPANY 


ESTABLISHED 
IN 1886 





The leadership of Pen- 
berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and 
a greater measure of 
skill in their manufac- 
ture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good 
will for the distributor 
who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 





Ejector, Syphon or Jet Pump 


DETROIT 





Screw Plunger 


Spring Com: 
Grease Cup 


Grease 





Plain Brass 
Oil Cup 


CANADIAN PLANT 
WINDSOR ONT. 


Navy Type Liquid 
Level Gauge 
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Looking Back on 31 Years in 


Industrial Distribution 


an industrial supply house, 
back in 1900, holds fond recol- 
lections for me. 

My father selected an advertise- 
ment from a Philadelphia paper and 
sent me to apply for the job. I do 
not think he would have done me 
such a rank injustice had he known 
the many ramifications of such a 
business, therefore he is pardonable 
on all counts. 

I was one of many tattered appli- 
cants interviewed by the: manager, 
and, along with the others, sent away 
to be later notified if my qualifications 
were satisfactory. The following 
morning I received a letter asking 
for a further interview and making 
all haste, I appeared on the carpet 
for my second cross examination. It 
seems to me that back in those days 
a great deal of importance was put 
an the outlay of huge wages to be 
paid the ranking job of “office boy,” 
and of such importance I was fully 
and mercilessly informed and _ bar- 
tered with as to the smallest amount 
of wages for which I would willingly 
Start. 

This event recalls vividly to my 
mind my first deliberate lie, told with 
fear and trembling, when I was 
asked to take the job for $2.50 per 
week, and countered with the state- 
ment that I had a family to keep 
and could not work for less than 
$3 per week. At the age of 13 years, 
I certainly accepted a huge but myth- 
ical responsibility and_ evidently 
wanted the world to know it. No 
doubt, my audaciousness won me the 
job, or perhaps it was the bland 
humor of such a brazen statement. 
Nevertheless, I started that morning, 
and have been at it ever since, 

The writing of the foregoing lines 
causes me to reflect, and I hope that 
a certain fine southern gentleman 
named Claggett, associated at one 
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Gor ind as an office boy with 


By FRANK D. WILSON 





Frank D. Wilson, who, until just 
recently, was vice-president and gen- 
eral manager of the Casanave Supply 
Company, Philadelphia, gives here 
some of his personal experiences in 
and observations concerning the in- 
dustrial supply business. 


time with the Baltimore and Ohio 
Railroad, may read this article, and 
then recall the young rascal who put 
one over on him, and who was af- 
fectionately referred to by me, when 
answering my first telephone call, 
as “Mr. Maggott,” apologetically 
now, but not then. 

I was with this company for 25 
years, eventually being advanced to 
the position of general manager and 
purchasing agent. My years with 
this company and others later on, 
naturally gave me a chance to learn 
many things about the handling of 
mill supplies. 

Early in my career, I learned that 


the most important thing a distribu- 
tor has to offer users is service, a 
duty then greatly misunderstood and 
still largely unappreciated by users. 
And now, even though everybody is 
tired of hearing talk about service, 
yet it remains the most important 
factor in selling industrial supplies. 

Another quality which was lacking 
in the industrial supply game 25 years 
ago was coordination of effort. The 
reason for this lack of coordination 
can be laid to the many lines of mer- 
chandise handled, with its accom- 
panying detail, which made it diffi- 
cult to set up definite rules of pre- 
cedure. 

A third unfortunate situation in 
the industry was the impermanent 
character of the men employed in it. 
There were so many difficulties to 
surmount before employees could 
gain sufficient knowledge of the game 
to carry on confidently that only a 
small percentage of new recruits 
stuck it out and served their full ap- 
prenticeship. Thus, the business came 
to be built up mostly of transient 
help. 

Also, in those days, executives as 
a general rule did not put confidence 
in their employees. That is, they en- 
trusted them with very little informa- 
tion about the business and gave them 
no credit for having vision, initiative 
or a feeling of responsibility. Quite 
the opposite situation exists, now, at 
least in the organization with which 
I was lately associated, for the policy 
there was to give bountiful reward 
for efficiency, faithfulness and under- 
standing. Our aim was to make each 
employee feel that he is an important 
part of the organization, not just a 
mere cog in the wheel. 

It is.impossible to develop a sense 
of individual responsibility, if the 
men are not assured that they will be 
able to build up a competence from 
their work which (Turn to page 56) 
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Your Customers Are 


Looking For 
Those 
EXTRA Production Hours 





ODAY’S buyers are looking for extra value 
in everything they buy. Small tools are no 
exception. 


No tools you can sell them have a bigger dol- 
lar’s worth of production hours than MORSE 
drills, cutters, reamers, taps and dies. 


There are extra hours of production in every 
Morse tool, and that extra value sells Morse tools. 


ee 








THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 
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, Keeping Posted_ 


Newsy facts about industrial distributors and theirsalesmen 














Milwaukee Houses Are 


Consolidated 
NEW company, the  Rich- 
-/ ards Badger-Packard Com- 
pany, Milwaukee, has _ been 


formed by the merging of the Badger- 
Packard Machinery Company and 
the Richards Machinery Company. 
The company is located at 3433 West 
Vliet Street. 

* * * 


Troy Belting and Supply Sells 
New Lines 

New lines recently taken on by the 
Troy Belting and Supply Company, 
Troy, New York, are: the products 
of the Quigley Company; Hytem- 
pite cement, Mono-line and Annite; 
Cling-Surface belt dressing and speed 
reducers and all type gears made by 
Gears and Forgings Company. 


New Line for Doermann- 
Roehrer 


The Doermann-Roehrer Company, 
Cincinnati, has revamped a part of 
its heating department to take care 
of a new stock and is concentrating 
on air conditioning units. This de- 
cision was made after the executives 
noted an increased demand, particu- 
larly in homes, for heating systems 
which will provide clean warmth and 
in addition give automatic humidifi- 
cation. 

This firm has been appointed dis- 
tributor for the Fox Iurnace Com- 
pany, maker of a complete line of 
air conditioning units for use with 
oil, coal or gas. Doermann-Roehrer 
will sell the line in its -entire terri- 
tory, but the arrangement is exclu- 
sive in 13 counties. Provision has 
been made for an intensive campaign 
of advertising, sales engineering and 
service. 
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Th’s is part of the sales department of the Vonnegut Hardware Company, Indianapolis. 


From left to right are: 


L. Applegate; Arthur Braeking; George Tutrow; Clarence 


Prange; E. G. Vonnegut, vice-president and sales manager; M. Habich; B. Perkins; 
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G. J. Strebel; and Frank Lamkin. 





Aluminum truck being used by C. W. 
Marwedel, of San Francisco. 


C. W. Marwedel Uses Aluminum 
Truck for Double Purpose 

C. W. Marwedel, San Francisco and 
Oakland, has recently put into serv- 
ice a 1%-ton truck made of Alcoa 
aluminum, which not only cuts down 
the deadweight of its trucks, but also 
serves as an effective means of pro- 
moting the company’s sales of alumi- 
num for this purpose. 

On its truck, Marwedel saved a 
total of 2500 pounds deadweight. 
This makes it possible to carry a 
maximum payload of 5500 pounds of 
83% extra payload by using alumi- 
num. This increase in payload, points 
out Marwedel, will pay for the extra 
cost of aluminum over wood and 
steel in a comparatively short time. 
After that time the truck will be 
earning extra money in the form of 


lower operating costs and extra pay- 
load. 





* * * 


Indiana Distributor Takes 
on Paint Line 

The Ft. Wayne Pipe and Supply 
Company, Ft. Wayne, Indiana, has 
not sold paint in the past, but re- 
cently decided that the line is a good 
one for any distributor and went 
about making suitable arrangements. 
The result is the appointment of 
this firm as exclusive distributor, in 
its territory for all paints and access- 
ories manufactured by the Pittsburgh 
Plate Glass Company. 
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We Want Distributors for— 
™ REGAL LATHES 

















The New Regal Distributor 
Policy Includes: — 


1 A semi-consignment plan which will enable you 
*to have machines on your floor for demonstra- 
tion purposes. 


A scmi-consignment basis for shipping REGAL 
*Lathes to accredited distributors which will per- 
mit them to carry stocks at a nominal invest- 
ment. 


3 A substantial margin of profit on every sale. 

. 

4 Exclusive territories for active distributors. 
. 


Reference of all inquiries to territorial distrib- 
5. utors. 


6. Adequate provisions for sub-dealer sa'es. 
. 


7 An absolute manufacturer's guarantee behind 
* every REGAL Lathe. 


8 Active sales help for distributors and their 
* salesmen. 


9 Consistent advertising to the manufacturing, re- 
* pair, maintenance and vocational fields. 


10 A deferred payment selling plan which makes 
° 


the REGAL easy to purchase. 


Under New and Unusually 
Attractive Arrangements 








Investigate Your Opportunities 

for Exceptional Profits with this 

Modern Line of Wide Utility, 

Popular Prices and Outstanding 
Sales Features 


E have developed—and are immedi- 
W ately putting into effect—a new policy 
which recognizes the industrial dis- 
tributor as the logical sales outlet for REGAL 
Lathes, and provides him with complete pro- 


tection, aggressive sales cooperation and ex- 
ceedingly liberal terms. 


This new set-up opens wide the door of op- 
portunity to the distributor who is interested 
in taking on a thoroughly modern line, with 
a wide and receptive market and a profit mar- 
gin that assures substantial financial returns on 
each and every sale. 


You don’t have to be an engineer to sell the 
REGAL. Your territory is filled with live 
prospects. 

We solicit the opportunity to give you com- 
plete information on the REGAL Line, the 


extensive markets for it and our modern dis- 
tributor plan. Write to us for all the facts. 


We are seeking distributors in all territories 
where we are not now represented. 


Send for Complete Information at Your 
Earliest Opportunity. 


The R. K. Le Blond Machine Tool Co. 


Regal Division 


Cincinnati, Ohio 
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Smith-Courtney Handles Four 
New Lines 
The Smith-Courtney Company, 
Richmond, Virginia, has _ recently 
been appointed to handle the follow- 
ing items: Tex Rope drives, the 
sheaves for which T. B. Wood’s Sons 
Company, Chambersburg, Pennsyl- 
vania, makes under the Allis Chal- 
mers Patents; Keystone grease made 
by the Keystone Lubricator Com- 
pany ; single and double belting made 
by Graton and Knight; and welded 
fittings and flanges made by the Tay- 
lor Forge and Pipe Works. 


* * * 


Dodge-Newark Supply Handles 
Morse Roller Chain 

The Dodge-Newark Supply Com- 
pany, Newark, New Jersey, has taken 
on the Morse roller chain which is 
a new product of the Morse com- 
pany. With this addition the Dodge- 
Newark company now handles all 
the products of this company. 


* * *x 


Munnell and Sherrill Increases 
Sales Force 

Munnell and Sherrill, Portland, 
Oregon, has added two new men to 
its sales force, Fred Hubbell to cover 
southern Washington and_ eastern 
Oregon, and Louis Valo, to cover 
scuthern Oregon. 





The Perth Amboy Hardware Company, Perth Amboy, New Jersey, uses this table for 
white elephant merchandise. Signs in the store illustrated with a white elephant point 
the way to the table. 





~ New Line for R. C. Neal 
_ Company 
The R. C. Neal Company, Buffalo, 
has taken on the line of air tools 
made by the William H. Keller Com- 
pany, Grand Haven, Michigan. 
x * x 
White Star Issues New Catalog 
A. C. Rynders, owner of the White 
Star Company, Wichita, Kansas, an- 
nounces that his company has just 
issued a complete, new catalog show- 
ing the lines it handles. 








A weekly sales meeting of the mill satis 
Buffalo. In the front row starting at the left are: C. F. 
Electric Tool Company; Don Johnson, sales manager for Taylor; rae 2 Graber, 


manager of the Taylor Company; James E. Mossell, sales mana 
pany; and Floyd ——. Second row, William Johnston, Leslie atte Fackin 


Homer Snell, Leo W 
L. D. McKinney, B 


department of H. D. Taylor Com 
Lehman, P. Jewell, van ben 


alo Forge Com- 
Frank McGowan, 


eigand, T. J. McGrath, and J. L. Walter. Third row, Frank Pullen, 
alo Forge Company; William A. Leggett, and W. D. Barkley, 
Buffalo Forge Company. 


A New Way to Reach the 
“Big Boss” 

Getting to the big boss requires 
audacity and persistence at times. 
But it pays. At least, that’s what 
Jack Gehris of Reading, Pennsyl- 
vania, says. Jack is a first class sales- 
man who calls on textile mills with 
a line of mill supplies. For a long 
time he had been endeavoring to talk 
with the president of a certain mill. 
This man purchased all the mill’s re- 
quirements, refusing to give this 
privilege to the superintendent. 

Whenever Gehris called the presi- 
dent was in conference, had gone out, 
or wasn’t interested. He used the 
telephone and had no better success. 
This particular executive had dis- 
couraged many salesmen who re- 
ported to the house that he was im- 
possible. But Jack isn‘t licked until 
he turns up his toes. 

Being well informed about the 
mill’s business through outside 
sources, Gehris decided upon a ruse 
as a final effort to get the business. 
He knew approximately the manu- 
facturing efficiency of this mill and 
its largest competitors. 

On his next visit to the mill he 
handed the desk clerk a card on the 
back of which was written: “The 
Lecha Mill runs 5% seconds while 
you are getting 12%. I can stop 
these losses for you.” 

The desk clerk disappeared with 
the card, returning a few moments 
later to inform Gehris that the presi- 
dent would see him at once. When 
he entered the room the big boss 
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Patented \ 
Fig. 3800—‘Pioneer,” the 


original Steel Shaft Han- 
ger; revolutionized shaft Fig. 920— “Hallo- Fig. 918—‘‘Hallo- 
hangers; only steel hanger well” Steel Chair well” Steel Chair, 
with integral feet. Millions with adjustable legs Fig. 919—‘‘Hallo- with removable 
in use the world over. to suit heights. well” Steel Stool. back. 




































Fig. 







Patented 






100 — “ Hallowell” 


Steel Shaft Collars com- 
bine unbreakability and 
machine finish with low 
price; that’s the secret 
of their world-wide popu- 
larity. 





amr hee 


UNBRAKo 


re 
ar 





Fig. 232—“Unbrako”’ 
Hollow Set Screws 
stand up under pun- 
ishment that wrecks 
other screws. Made 
of alloy steel, heat 
treated; therefore, 
tough yet hard, so 

points don’t mush- 
I room, hex doesn’t 
round. 





Pat'd and Pat’s Pend’g 





Fig. 732—“Hallowell’”’ Steel Work Bench, 
serviceable, outlasts wood; carried in 
stock for immediate shipment; inexpen- 
sive, fireproof. 1368 different sizes of 
“Hallowell” Steel Work Benches and 
Tables made. Full line of “Hallowell” 
Steel Bench Drawers—fireproof. 
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Fig. 1041—"HALLOWELL” Steel Bench Drawer for Steel Top 
Pat, Applied For Work-Benches and Tables. 
Fig. 752—‘“Hallowell” Steel 
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Fig. 220—‘‘Unbrako”’ 
Socket Head Cap 
Screws are being 
used more and more 
on all kinds of dies, 
jigs, tools and ma- 
chinery in general. 
Handiest screw in 
the shop. 





Yat, Applied For 


Floor Truck, tilting type; Without a Drawer the Bench is soon littered with Fig. 154—“Hallowell” Steel 
chassis a welded unit of steel; tools and looks a mess and the first thing you know Floor Truck, non-tilting type; 
nothing to work loose and re- 


mong tO eae cose and re. tools will be missing, time will be wasted, jobsdelayed {ons smooth, one pices top. 


4 practically nil. and profits reduced. 








STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 
pobnpydod JENKINTOWN, PENNA. NEWYORK 
ovrsnetid BOX 519 sT.Louis 





















































Won't splinter; no nail heads 
or screws to tear and scratch. 
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NO DELAYS 


waiting for repair parts of 


YALE CHAIN HOISTS 




















































As an appropriate beginning 
for the New Year, our advertise- 
ment in January publications fea- 
tures the prompt, near-at-hand 
service which Yale Master Stock 
Dealers render industrial plants 
throughout the country. 


We are naturally proud of the 
nation-wide goodwill and coop- 
eration which makes possible this 
valuable Yale service. Our Janu- 
ary advertisement likewise car- 
ries this message: 


Distributors serve Industry 
economically, 
Buy Yale from your Industrial 
Supply Distributor. 











Your correspondence invited— 
address Dept. B-I. 


The 
YALE & TOWNE MFG. CO. 
Philadelphia Division 
PHILADELPHIA, PA., U.S.A. 





_\ 
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Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand Chain Hoists, Electric Hoists and Trolleys 




















This is part of the fine building the A. J. 
Gl CS 


pany maintains in San Fran- 
cisco. It is concrete throughout, has two 
floors and a balcony, and is light, conven- 
ient and spacious. This is a view from the 
balcony on the first floor looking down 
upon the general warehouse stock. At the 
far end, which is the front, are the bins 
for the bin stock, accessible also from the 
front counter. There is some 18,000 square 

feet of floor space. 





glared at him and snorted: “Do you 
think you’re a clairvoyant that you 
can tell us more about our business 
than we know, and what’s the idea 
of telling me that our competitor has 
a better system? Confound your 
impudence. I ought to throw you 
out.” 

“OQ K,” replied Jack, without 
flinching. “If I told you something 
that isn’t true, then throw me out. 
If you admit the truth, then you'll 
let me tell you something about pro- 
duction efficiency in other mills and 
what we can do for you. Which will 
it be—ta throw-out or a talk?” 

“Go ahead,” snapped the big boss. 

Well, Jack made a sale and has 
been making sales ever since to that 
hard-boiled boss. In fact they are 
on such good terms that the desk- 
clerk merely remarks, “Walk right 
in; Mr. Harney is waiting for you.” 








The secret of the neat way in which odd 
lengths of rope are sold by the William 
K. Toole Company, Pawtucket, Rhode 
Island, is disclosed by this picture of the 
floor below the rope salesroom. Valuable 
space is saved by this device and the sales- 
man simply pulls rope from the holes in 

the floor. 
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HOLLOW 


TE 


°/Chrome- 
Mo-lyb-den-um 
/50% STRONGER 


/ 25% HARDER 
than former ALLEN SCREWS 


THIS STEEL with a special heat-treatment provides material for the new Allen screws 
surpassing in strength and practical economy any hollow screws commercially obtain- 
able. . . Tensile strength, on Olson Machine, is 50% greater than former Allen-made 
/ screws. The Rockwell Hardness Tester records a 25% gain in hardness. . . The new 
/ screws are now to be had in 


the popular sizes; milled from the bar, with cut threads multi- 




























checked for accuracy. Each screw hand-inspected; every one a GOOD one; a new screw if 
your customer breaks one. Let our Representative cooperate with you in selling by tests. 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. W.$.A. 
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A Stand-by for Steady Sales 
MILWAUKEE 


Industrial Brushes 


“IRENE’”’ 
AFast-Selling Floor Brush 


—In a Class by Itself 
‘“‘MIONO-BILT’”’ 
Wire Wheel Brush 


Interchangeable Centers 





MiLWenne? @euah MFcd 


Always in Demand 
Best Quality, Genuine 
African Bass Push Broom 


Brushes and Brooms 
Hand and Power Operated 
Bristle 
Wire 
Fibre 
Special Brushes Made to Order 


Write for Catalog No. 29 and 
details of our distributor plan 


T doesn't make - difference 
whether they are large plants 
or small ones; they all have use 

for one or many types of indus- 
trial brushes. Consequently every 
call offers a real prospect for 
sales, when you have as varied a 
line and as good a one as MIL- 
WAUKEE. With MILWAUKEE 
on your list, you can do a good 
brush business day in and day out 
—at a profit. 


Vv 


3 


Of The Many 
Good Numbers 


in the 


MILWAUKEE 


Industrial Brush Line 
A ; 
ey experience has proved that those 
distributors who realize that Mil- 
waukee Industrial Brushes offer a huge 
sales and profit potential, are going 
places. 
For these skillful merchandisers, the Mil- 
waukee Line has become a sales leader, 
abundantly rewarding concentrated effort 
on call after call. 
This same opportunity is open to you. 
We will be foased to fe for you 
the sales an gy possibilities in your 
t 


territory with the Milwaukee Line. May 
we hear from you? 


QUALITY 
REMEMBER MILWAUKEE MEANS BRUSH EXCELLENCE 
ad BRUSHE “ane 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 





MILWAUKEE 
WISCONSIN 








Robert W. Johnson, right, salesman for 
James McGraw, Richmond, Virginia, dem- 
onstrating a portable work bench to the 
chief plant engineer of the American 
Tobacco Company branch in Richmond. 





R. W. Fisher Available for Sales 
Connection 

R. W. Fisher, a man of 25 years’ 
experience in the mill, mine and fac- 
tory supply line, is seeking a new 
position. During that time he has 
acted in the capacity of salesman, 
sales manager and manager. He has 
been manager of the mill supply de- 
partment in the Schoedinger-Marr- 
Hardware Company of Columbus, 
sales manager for the Buckeye Tool 
Supply, for about four years was 
connected with the Ross-Willoughby 
Company of Columbus, and has been 
sales engineer for the Love Supply 
Corporation. 

The failure of this latter organiza- 
tion is the reason he is out of employ- 
ment at present. Mr. Fisher is 45 
years of age, married and can supply 
excellent references. 





Earl R. , purchasing agent for 
the G. R. Armstrong Manufacturers’ Sup- 
plies, Boston, tells our field editor that 
his firm no longer sells odd lots of mer- 
chandise or material that has become shop- 
worn. In the long run for their accounts 
they find it more satisfactory to sell only 
new anteed merchandise of well known 
manufacturers. White elephant stock is dis- 
posed of to odd lot buyers. 
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TO SALES 
MANAGERS 


Bf you would like to have your sales force 
included, write us without delay. There ts 
still ne to include a few more distributor 
organizations in our plans for January. 
Further details of the 1932 program on 


the opposite side of this sheet. 





ew Plans 
to help 


istributors’ 


URING 1932 every man who is selling the 

Diamond Line of Belting, Hose and Pack 
ing will receive personally sales helps direct from 
the factory, twice each month. 

The first one will reach him during the first 
week in January. It will tell him what prospects 
in his territory are most likely to have money, and 
the products he can offer to help them save it. 

It will help him to contact with those prospects 
by mail, will give him CONVINCING: sales argument, 
a printed pamphlet, and necessary samples. 

At the present juncture salesmen NEED HELP, 
and we are going to help them with every facility 
at our command. The Diamond Rubber Company, 
Inc., Akron, Ohio 














Diamond Plans for 1932 


A series of twenty-four personal communica- HIS is a constructive program that will be 


made to work for Diamond Distributors 


in every possible way, increasing and intensify- 


tions, issued for the sole purpose of assisting 


Distributors’ salesmen. 


Increased advertising through the trade papers 
to the users of Mechanical Rubber Goods, for 


the benefit of Diamond Distributors. 


ing the support we have always given. It makes 
available to you the cooperation of men long 
trained in the manufacture and sale of Me- 


Increased co6peration with distributors through chanical Rubber Goods. 
an extensive mail sales campaign to their pros- If vou are located in a territory where we 

pective customers. are not already exclusively represented by 
4 Increased cobperation in the way of sales helps Some other firm, we invite you to join us. 


and sales information. Write us now for complete details. 





Diamond prices will be competitive 





Diamond quality will be maintained 





Diamond service will be made still better 





Diamond coéperation will be increased 








The Diamond Rubber Co. Inc., Akron, Ohio 


Akron Atlanta Kansas City + Dallas - Chicago + Los Angeles 


New York Philadelphia + Boston - Seattle + San Francisco 
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J. L. Christie, left, and C. G. Lindquist of 
the Lindquist geoge yy Bridge- 
port, are seen here with a ground of 
woodworking machinery. This company is 
doing a very nice business on woodworking 
equipment for both industrial and home 
use. Enthusiasts for this work make the 
store a sort of social center. The rustic 
plant box was made by one of them and 
offered for sale as an accommodation to 
the builder. Mr. Lindquist is president of 
the company while Mr. Christie is a spe- 
cialist calling on architects between New 
York and Boston with a line of builders’ 
hardware. 





Kinsey Promotes Andrews and 
Easton 

E. B. Andrews, formerly in charge 
of the machinery department of the 
E. A. Kinsey Company, Cincinnati, 
was recently made sales manager 
with headquarters in the Cincinnati 
office. Mr. Andrews was at one time 
manager of the Indianapolis branch 
of this company. 

R. M. Easton has been appointed 
assistant sales manager in charge of 
mill supply sales. 





Lynn C. Fehring, vice-president and gen- 
eral manager and Ivan C. Gharst, purchas- 
ing agent, of The Hardware Supply Com- 
pany, Terre Haute, Indiana, have both 
been in the mill supply business many 
years. Their experience is proving valuable 
in directing the activities of this company 
which was established in 1930. 





Gairing Standard 


Counterbore Sets 


Exactly the Kind of Line the 
Industrial Distributor Needs Today 


Type A Type B 


Holders Complete 


Your customers are keenly in- 
terested today in equipment that 
will effect definite economies 
while increasing plant efficiency. 
That gives you an immediate op- 
portunity to do a constructive 
and profitable selling job with 
Gairing Standard Counterbore 
Sets. They will lower costs in 
the machine shop and tool room. 
They will eliminate the necessity 
for making suitable tools where 
they are now made in the indi- 
vidual plant. They will set the 
highest standard for speed and 
accuracy in operation. 


Gairing Standard Counterbore 
Set—T ype A-2. One of our best 
selling combinations. 


Type C 


DISTRIBUTORS— 


Investigate immediately 
your unusual opportunities 
with this modern line. 


oy 
Let us tell you about: 


1. The qualities that make 
Gairing Standard Counter- 
bore Sets outstanding. 

8 
2. The market that pro- 
vides you with a great field 
of operation right today. 


3. The methods that will 
make your sales efforts ex- 
ceptionally productive. 

. 


4. The profits that will re- 
ward planned and concen- 
trated selling effort on the 
Gairing Line. 


Write to us today for complete 
information on our products 
and our distributor arrange- 


ments. We feel certain you will be inter- 
ested in what we have to tell you—if you 
want to push modern sales leaders, an- 
swering a definite, wide-spread need, and 
carrying a fine margin of profit. 


THE GAIRING TOOL COMPANY 


1629-37 LaFayette Blvd. 


DETROIT 


» MICHIGAN 
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NEW METAL-DEPOSITING LUBRICANT j 


RECORDS. . . . . Unique produet 
--- reduces friction ... prevents | 


LUBRIPLATE ....| 


At last Lubriplate, the new metal- 








depositing lubricant is on the mar- 





ket. It took four years of intensive 


development here and abroad. 


But now Lubriplate is ready. The 
revolutionizing product that au- 
thorities hail as “‘the dual-purpose 
universal lubricant.”” They all pro- 
claim it the greatest lubrication 


advance in half a century. 


What is Lubriplate? What does it 
do? Why should distributors stock 
it as a staple? Study carefully the 


answers below. They contain an 





important profit-making message 


























to all mill supply houses. 


The Principle of Lubri- 
plate and What It Does 


Corrosion and wear—even in properly designed bearings, 
gears, chains, etc.—are doubtless due to the small currents 
developed by vibration and varying pressure in bearings 
and other working parts. Lubriplate, through its patented 
formula, overcomes this, presumably by reversing the elec- 
trolytic action. It metal-plates and prevents corrosion of 
metal. The sub-micrometric zinc film thus deposited pro- 
duces a perfect bearing surface and does not build up 
beyond a predetermined thickness. Besides this advantage, 
Lubriplate’s viscosity varies less with high speeds and tem- 
peratures than ordinary lubricants. Its truly remarkable 
surface tension makes it stick and cling under punishment. 
Absolutely free from acids and destructive fillers. White in 
color, it stays white in use. No oxidation. Lasts longer 
under any conditions than other lubricants. Hence its 





Photo by McGraw-Hill 


This photograph indicates the diversified applications of Lubriplate. The uses of 
Lubriplate on this huge press included all bearings, open and closed gears, dies, etc. 


immense economy. And—important to remember: it costs 
no more than other so-called high grade oils and greases. 


Why Should Distributors 
Stock Lubriplate? 


Lubriplate is the coming lubricant. The scientific world 
is excitedly discussing its unique metal-plating properties. 
Inquiries are coming in from many industries, anxious to 
avail themselves of this supremely economical universal 
lubricant, whose use extends from the smallest of house- 
hold equipment to the heaviest :of industrial machinery. 
Read the list of well-known users. Note the varied number 
of industries represented. 

Lubriplate has already been tested for efficiency and econ- 


KEEPS NEW EQUIPMENT NEW AND 
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omy on general and specialized lubrication jobs in all 
classes of production—railway, marine, household equip- 
ment, metal drawing and punching, automotive equipment, 
etc, 


Extensive comparative laboratory and plant tests of Lubri- 
plate have been made against a wide variety of so-called 
standard lubricants. Lubriplate has come out with flying 
colors on point-by-point superiority in every test conducted. 


Lubriplate—wherever stocked by for- 
ward-looking distributors—enjoys an 
increasing sale. Once specified, it sells 
itself. This means automatic repeat 
orders. Its margin of profit is a gen- 
erous one. Liberal list prices, broad 
discounts and_ exclusive territories 
make Lubriplate a real selling propo- 
sition. Under the Lubriplate system, 
distributors are free to avail them- 
selves of the advice of our trained 
lubrication engineers. 


Standard Grades of 
Lubriplate Oils 


No. 5—For splash lubricated air com- 
pressors, very high speed grinders, etc., 
and other equipment where a light oil 




















SETS QUTSTANDING PERFORMANCE 


pronounced fifty years ahead 
wear. corrosion and rust 


iiswribwors DIG PROFITS 





is required. No. 10—Free wheeling and syncro-mesh trans- 
missions, ring oiled bearings and general machine use. 
No. 20—Standard transmissions, differentials, worm drives, 
speed reducers, industrial bearings, etc. No. 25—Heavy 
duty truck and bus transmissions and differentials. Also 
other applications on equipment having extreme high pres- 
sure on parts under contact where the lubricant must pos- 
sess great film strength. 


GREASES 
Light and Medium Duty 


LIGHT, MEDIUM, HEAVY, EXTRA 
HEAVY—General lubrication for in- 
dustrial automotive, railway, marine 
equipment, etc. 


“F” GREASES—For Heavy Duty 


LIGHT, MEDIUM, HEAVY, EXTRA 
HEAVY —Heavy duty open gears, 
bearings, automotive, universals, 
wheel bearings, dies, etc. 


Act Now for Exclusive Rights! 


Lubriplate wants only the best and 
most representative mill supply houses 
to act as its agents. 
Virgin territory is still 
open. Inquiries are in- 
vited. Write, wire or 
telegraph for full de- 
tails, performance rec- 
ords and our attractive 
special offer to exclu- 
sive agents. Act today. 
Watch your volume 
mount as plant men 
everywhere specify 


“Lubricate with Lubriplate”’ 


Lubriplate Corporation 
Chrysler Building 
NEW YORK 
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Wherever Wheels TURN 


There are Profits For 


SPROUT, WALDRON DEALERS 


Larger sales and wider fields open up for the dealer in posi- 
tion to sell the complete line of Monarch Transmission and 
Materials Handling Equipment. 


And to make selling this line easy our 
engineering department prepares 
sketches, works out your engineering 
problems, furnishes estimates and ren- 
ders other valuable assistance. 









Why not investigate, 
get acquainted with 
us, and let us tell 
you the full story 
of the Monarch 


Franchise. 


SPROUT, WALDRON 
& Co. MUNCY, PA. 


Manufacturers, Engineers and 
Metal Fabricators 




























































Products 
for Industry” 


_and has used them for 4 





a ior” Products 
nro New products have been added, 
1 today the WALL 


INDUSTRY knows Wal sue 
; ing “servi ith safety. 
years in promoting service W pit 


d impr 
her refined an ' 
aa distinctive features th 


modern, with 
1 Sold only through jobbers. 


and economy - 
epreblc Ave.,N-S..PutsbareeF™ 


old products still es 
line is not only complete but 
utmost in utility 
p. WALL MFG. SUPPLY CO., 312 
DREADN AUGHT 
Service With Safetg”°— 
@eRCHES & FURNACES 
- Tallow Pots - Oilers 
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Distributors Aiding Merchandis- 
ing Committee Work 


Reports from the central office in- 
dicate that many distributors, not 
formerly active in the Committee’s 
work, are now putting their shoulders 
to the wheel in an endeavor to secure 
the backing of more distributors. 


W. C. Hunter, Ohio state leader 
and C. H. Bradley, Indiana state 
leader, are hard at work securing fur- 
ther cooperation from their respective 
territories. 

H. F. St. George, Shadbolt and 
Boyd Company, Milwaukee, and R. 
H. Welton, Chase-Parker and Com- 
pany, Boston, are also doing their bit 
to help the good work along. 

With the list of active workers 
gradually growing and additional dis- 
tributors steadily joining the ranks, 
it is hard to see anything but com- 
plete success for the Joint Merchan- 
dising Committee’s program. 








This is Harry A. Powers, partner of Walter 
Ray Carr in the Peninsular Iron and Steel 
Company, San Francisco. While the com- 
pany is primarily a distributor of machine 
tools, it is now pushing a general line of 
shop supplies, including nuts, bolts, screws, 
belt lacers, and so on. It has a number of 
gold mines on its books and a considerable 
number of prospects in that field, enough 
so that a man is sent back into the gold 
mining country periodically. Mining busi- 
ness among the copper and other classes 
of metal mines is not so good at present 
on account of curtailed operations of 
such properties, but gold can always be 
depended on. 
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| - THE STANLEY ELECTRIC TOOL CO. 


*mCORPORATED 


NEW BRITAIN,CONH.,U.S.A. 


STANLEY 





Mr. Stanley Distributor 
Industrial City, U.S.A. 


DRILLS AND SCREW ORIVERS 


Dear Mr. Sales Manager: 


. All the reasons you give for less sales are correct 
but you and I need more sales. 


Have you thought of Maintenance Equipment required 
by Manufacturing and Industrial Plants? Mr. Manu- 
facturer is not allowing his plant to deteriorate. 
AES i He is cleaning up, painting up, rearranging his 
producing units, expanding some departments and 
combining others for more efficient operation and 
lower costs. 





The Production and Plant Superintendents can be 
interested in: 





Portable Electric Hammers - to reset machinery 
“STANLEY-CROWE™ saws and shaft ing x 
Electric Unishear - to repair safety guards. ° 
Portable Electric Saws - to repair floors and | 

stock bins. 
Electric Drills, Brushes and Bits for dozens 

of uses. 





; Enthuse your sales organization with Maintenance 
“STANLEY-AJAX” HAMMERS possibilities. Then check your sales records for 

a month and tell me if I am right. Thanks again 
for your fine cooperation. 





Yours very truly, 


THE STANLEY ELECTRIC TOOL CO. 


Dt backiran 


Secretary 





BENCH AND AERIAL GRINDERS 
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We Sell 
Through 
Distributors 
Only 


CL OL =| - er 
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Distributors — 


Will You Share 
This Opportunity? 


There will be a huge market for TORCHWELD 
Welding and Cutting Equipment and Supplies in 
1932. We want to penetrate that market thor- 


oughly. 


Distributors are well qualified to do the 


job, with our cooperation. We know you will be 
enthused if you will consider our program. Let 
us give you the facts. Write today if you are in- 
terested in an exclusive, profit-making proposition. 





Torcowe_p Equipment COMPANY 


224 N. Carpenter St., Chicago 


For Profits in 1932—Sell 


liz 
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“Yes, but will it 
file ALL our saws?” 


OU bet!” says the sup- 

ply man. “One ma- 
chine files them all—band 
saws, cross-cut circular saws, 
all kinds of hand saws. No 
expert could file them truer, 
keener or more uniform. 
And it reduces filing costs 
to a small fraction of what 
you are now paying.” 


FOLEY sinc 
SAW FILER 


Every plant, mill, factory, 
shipper, newspaper, school 
or municipal department 
that uses saws can save 
time and money by owning 
Foley equipment. Write for 
complete information and 
industrial distributors’ dis- 
counts. 


The FOLEY 
Manufacturing Co. 
46 Main St. N.E.. 





MINNEAPOLIS, MINN. 
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At Raymond, Washington, is located a 
branch of the H. G. Foster Company, mill 
supply distributor, whose main office is in 
Hoquiam, Washington. This Raymond 
house is under the management of Clar- 
ence C. Johns, and is set up practically 
independently, doing its own purchasing 
and for the most part managing its own 
affairs as if it were an independent house. 
Johns is ably assisted by A. L. Meeder, 
office manager, whose picture appears 
above. (The shadow at the bottom is the 
Pacific Coast editor of Mill Supplies.) 








List Price Committee of Three 
Associations Reports 

The findirgs and recommendations 
of the Joint List Price Committee of 
the National Supply and Machinery 
Distributors’ Association, the South- 
ern Supply and Machinery Distrib- 
utors’ Association and the American 
Steel Warehouse Association have 
been addressed to manufacturers in 
a bulletin issued from the office of 
Wendell H. Clark, chairman. 

In brief, the committee recom- 
mends that manufacturers set a list 
price high enough to allow a selling 
discount between 50% and 80%, 
that the margin allowed distributors 
be sufficient to cover the cost of 
doing business, and that, with the 
exception of commodities on which 
the cost of raw materials is the de- 
ciding factor, changes be made in 
prices only twice a year, in January 
and June. 

The principal reason given for the 
above finding is the elimination of 
obsolescence in distributors’ catalogs 
on which the committee estimates 
that distributors spend in the neigh- 
borhood of a half million dollars 
annually. 

The members of the committee 
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..SURPLUS 
STRENGTH 


that 
PROTECTS 


PROFITS! 


RUSS-REINFORCED to stand 
up under emergency stress 
or Strain, Square “Gee” Trus- 
Fittings have a world of surplus 
strength that protects your profits. 
For the rugged reinforcement 
makes the fitting stand up under 
emergency loads and strains. 
Square “Gee” Fittings . . . and 
unions too... are always alike, 
always good. Grabler’s unusual 
manufacturing methods and 
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: é triple inspection policy makes 
q sure of that. Standardizing on 
Square “Gees” is a certain way 
4i 4i 
SQUARE GEE to win new good-will; to solve 
LINE your customer’s fittings problem. 
| : STANDARD AND EXTRA HEAVY MALLEABLE FITTINGS ... STANDARD 
AND GROUND JOINT UNIONS...RAIL FITTINGS...STANDARD THE GRABLER 
t = CAST IRON STEAM FITTINGS . . . STANDARD AND PATENTED 
' MANUFACTURING CO. 
CAST IRON DRAINAGE FITTINGS .. . STANDARD AND EXTRA ses SOROTAT 1. CrdvELANS, OOS 
, HEAVY BRASS FITTINGS .. . BRASS UNIONS . . . STEEL AND sihsttheaaiteatbieiaaie 
; BRASS NIPPLES ... HANGERS ... FLOOR AND CEILING PLATES Los Angeles, San Francisco 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


| SQUARE GEE" 
Pipe Fittings 


ORAINAGE, BRASS 


_ 
- 

















MALLEAGLE, CAST IRON 
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Sell 10%--30% extra 
strength 


It costs 
no more 










E=TRA strength isn’t 
all. Simplicity—take 
it apart or assemble in 
30 seconds flat! Extra 
streng springs. No rivet 
holes. Highest quality 
steel and workmanship. 
Patented. Maydole qual- 
ity—nothing better for 
over a century. Write 
for prices, particulars, 
proposition, 










DAVID MAYDOLE 
TOOL CORP. 
Norwich, N. Y. 


Sell VAY DOLE 














. 


See Page 89 


An announcement of vital interest to every distrib- 
utor executive and distributor salesman appears on 
page 89 in this issue. It concerns the important edi- 
torial program MILL SUPPLIES will carry out 
during 1932. Turn to this announcement now and 
read it carefully. 





Then insure yourself against 
missing out on a single valuable feature of this 
timely program by subscribing for MILL SUP- 
PLIES today. It will cost you but a few cents 
a month to receive every 1932 issue. Send your 
order at once to the Subscription Department, 
MILL SUPPLIES, 520 North Michigan Avenue, 
Chicago. 
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signing the recommendation are: 
from the American Steel Warehouse 
Association, R. H. Welton, Chase, 
Parker and Company, Boston, and 
L. H. Williams, Williams Hardware 
Company, Minneapolis, Minnesota; 
from the Southern Supply and Ma- 
chinery Distributors’ Association, 
R. C. Barkley, Cameron and Bark- 
ley Company, Charleston, South 
Carolina, and Alvin M. Smith, Smith 
Courtney Company, Richmond, Vir- 
ginia; and from the National Supply 
and Machinery Distributors’ Asso- 
ciation, E. B. Hunn, C. S. Mersick 
Company, New Haven, Connecticut ; 
William T. Todd, Jr., Somers, Fitler 
and Todd Company, Pittsburgh; and 
Wendell H. Clark, Samuel Harris 
and Company, Chicago. 

* * * 
Naylor-Hickey Represents 
Eagle-Picher 

The Naylor-Hickey Corporation, 
Chicago, has been appointed exclu- 
sive distributor for “Eagle” 66 in- 
sulating cement made by the Eagle- 

Picher Lead Company. 





This is C. V. Bean, sales manager of the 
John Wigmore and Sons Company, Los 
Angeles, a company which sells principally 
to automotive dealers and planing mills. 
On January 15 last he and a Mr. Anderson 
took over the Wigmore business, Mr. Wig- 
more retaining only a very small interest. 
Anderson and Bean are building the busi- 
ness up, having showed consistent gain 
since the first month. Anderson, formerly 
with the Machinists Tool and Supply Com- 
pany, is an old planing mill man and for 
this reason they are rather specializing in 

at field. 
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Seventy-Five Years’ Saw Service 


1857 . 1932 


It is, we think, with pardonable pride that we call attention to our seventy-fifth anniversary 
as producers of saws, saw tools and machine knives and other specialties used in the pro- 
duction of lumber, the fabrication of steel and countless other items. Thus we feel that it 
may not be immodest to say that we have attained this length of life because we have at 
all times endeavored to give the highest quality merchandise, together with the best service. 
The late Mr. E. C. Atkins, founder of this institution, learned the art of saw making under 
his skilled forbears, and then as a young man came to Indianapolis. Through his genius 
and skill in metallurgy and saw making he began to produce goods superior in quality and 
design to any that had ever been produced before. From that day to this it has been the 
policy of the company to follow in his progressive footsteps, with the result that today the 
institution is one of the largest establishments of its kind in the world, with trade in every 
civilized country. 

And so we are proud of our SEVENTY-FIVE YEARS' record, and especially of the friends 


we have made. 


E. Cc. ATKINS AND COMPANY 


Indianapolis, Indiana 
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. . The Wolves of Lenox 
Te ‘ In a fearsome chorus of barks 
4 ~ savagely snapping jaws they broke 
i : from the highland forests of old Scot- 
land and rushed with the speed of the 


. <3 wind down thru the pastured flocks. 
a - Nothing stood before their super- 
; 3 strength, speed and clean cutting teeth 
.. —when the Wolves of Lenox were on 

‘ ee the job! 
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\\ Popularity That SSS 










~ Assures Greater Won 
RQ HACK SAW Profits! WRIA 
Popularity that has spread to Fim RA 

SS every corner of the land—a de- SS we. Ra 

S mand for “The Tools in the ae RS 
SS Plaid Box”—from shops and SB 

men to whom hack saw blades ' 

or of super-strong, quick cutting 
S Soa and long lasting qualities are 
SSS essential. 


Stock up on Wolves of Lenox. 
SEAT Watch ene profits shoot up too. 

S Sa! Our special sales plan will help 
Se | PR you get these blades started in 
S St your territory. Write for par- 
SRR, ticulars today. 

“‘The Tools in the Plaid Bos’’ 


American Saw & Mig. Co. 


Springfield tot 










Ww. C. McClaskey, president, Burhans and 
Black, Inc., Syracuse, New York. 











|Five New Distributors for Gears 
and Forgings 

| Gears and Forgings, Cleveland, 
| Ohio, has recently appointed five new 
\distributors for its products. These 
companies are: The Hardware and 
| Supply Company, Akron, Ohio; The 
Koontz-Wagner Electric Company, 


MYERS Automatic | South _Bend, Indiana ; The Stam- 


baugh-Thompson Company, Youngs- 
WATER ' town, Ohio; The Ross-Willoughby 
Company, Columbus, Ohio; and the 
Terre Haute Heavy Hardware Com- 
SYSTEMS | pany, Terre Haute, Indiana. 
Owners of country homes a 
and estates, who work in 
the city but live and play 
in the country, will find 
im Myers Self-Oiling Auto- 
s/ matically Controlled 
Water Systems for subur- 
ban and country homes, 
farms, country estates, 
golf courses and similar 
places just as dependable 
and economical as Myers 
Self-Oiling Power Pumps 
for mills, mines and fac- 
tories. 
Dealers capable of install- 
ing and servicing Myers 
Pumps and Water Sys- 
tems are located every- 
where. See yours today, 
or write us direct for cat- 
alog and complete infor- 
mation. 


THE F.E. MYERS & BRO. CO. 


ASHLAND, OHIO 


PUMPS__WATER SYSTEMS HAY TOOLS—DOOR HANGERS Homer A. Childs, treasurer of the R. C. 
ncan Company, Minneapolis. 
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--- SAYS ONE PROMINENT JOBBER 


Jobbers in ever increasing numbers are find- 
ing that Dayton Cog-Belt Drives offer an im- 
portant new source of profit. And there are a 
number of reasons for this. 

Dayton Cog-Belts are DISTINCTLY DIFFERENT. 
They're the only belts with Dayton’s exclusive 
patented CoG CONSTRUCTION. They’re “built to 
bend”—at high speed, without heating or 
buckling. They are tough, rugged, enduring. 
They won't stretch. They last: longer. And 
their sides are DIE-CUT—NOT MOULDED. They are 
accurate, and stay accurate. They provide a 
firmer grip—no slipping and sliding, no loss 
of power. They permit closer coupling—save 
floor space. They increase production. They 
lower production cost. These are facts—and 
the proof is abundant. 

Qualities like these appeal to plant exec- 
utives and production managers. That’s why 
Dayton Cog-Belt Drives are easier to sell. 
You can “cash in” on the tremendous V-Belt 
replacement business. For Dayton Cog-Belts 
fit all standard V-groove pulleys. 

More than that. We'll give you the kind of 
cooperation that really counts. With fourteen 
conveniently located District Sales offices, 
we're ready to provide prompt service to 
Dayton distributors everywhere. These offices 
make speedy delivery possible. They offer per- 
SONAL FACTORY COOPERATION with your salesmen. 

We'd like to give you all the facts about the 
Dayton Cog-Belt Drive franchise. We'd like to 
tell you why the Dayton Cog-Belt Drive is a 
profitable and quick-selling item. We'd like 
to send you a copy of our Cog-Belt Drive 
Catalog, and a sample of the belt. Won't you 
give us this opportunity? Write or wire to 


THE DAYTON RUBBER MFG. CO. 


DAYTON, OHIO 


Factory Distributors in Principal Cities and all Westinghouse 
Electric and Manufacturing Company Sales Offices 
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COMPLETE DRIVES—PULLEYS AND BELTS—IN 
STOCK—ALL RATIOS—FRACTIONALTO 100 H. P. COG ‘ B ELT DRIVES 


MILL SUPPLIES 





BULK STATIONS—YES! 











ones use more. 


Desirable business, isn’t it? 


No. 5 of a series 





With tank 
cars fre 
quently de- 
livering gas 
and oil to its storage tanks, every bulk station 
of a petroleum products company is a logical 
buyer of an ATLAS car mover—and the big 


Well worth culti- 
vating—particularly so since these stations offer 
you steady outlets for other supplies. 



























APPLETON CAR MOVER CO., Appleton, Wis. 








“What Is Your Policy?” 


A question every thinking distributor 
is asking the manufacturer today 


And rightly so, for a defi- 
nite and effective policy 
on the part of the manu- 
facturer is of paramount 
importance to the distribu- 
tor. If the latter is to do a 
successful and profitable 
job, he must be assured, 
not only of complete pro- 
tection, but of active coop- 
eration from the manufac- 
turere of the lines he 
handles. 





A ee Push 
INDI 
BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


ques 126 Brush Street, Indianapolis, Ind. gags 











Write for all the 
facts on this ideal 
line for distribu- 
tors, including our 
long established 
and steadily main- 
tained distributor 
policy. 


Years ago, the manufac- 
turers of CAPITAL “Red 
Cap” Brushes and Brooms 
established a clear cut dis- 
tributor policy. This has 
been adhered to consis- 
tently, with undeniable 
benefit to CAPITAL dis- 
tributors. The same policy 
is in effect today—with 
certain embellishments to 
make it thoroughly up-to- 
date. We will be pleased 
to give you details. 





Another Pash Broom 
of Real Merit 


ANAPOLIS 








This line-up is in front of the building of 
the J. G. Christopher Company, Jackson- 
ville, Florida. From left to right are: A. D. 
Stevens, Gulf State Steel Company; Mr. 
Ulrich, representing Armstrong steam traps; 
Miss Myrtle Miller; M. B. Bishop; J. P. 
Hines, general manager of the Christopher 
company; B. H. Britton; Miss Jane Ed- 
wards; F. G. Hastings; W. B. Coker; and 





| D. N. George, all members of the Christo- 


pher organization 
Chandler-Boyd Sells Midwest 
Fittings 
The Chandler-Boyd Supply Com- 


| pany, Pittsburgh, has just been ap- 


pointed distributor for Midwest 
welding fittings, made by Midwest 
Piping and Supply Corporation of 
St. Louis. 

* * * 


Potts Made President of 
Galigher Company 

Effective December 1, John T. 
Potts was made head of the Galigher 
Company, Salt Lake City. Along 
with his new work, Mr. Potts will 
continue to spend a large part of his 
time representing the Hewitt-Gutta 
Percha Rubber Corporation’s lines in 
his section of the country. 








Thirty-three years with the Charles Bond 
Company, Philadelphia, is the record of 


H. R. ern. In commenting on the 
differences in business today and in other 
times, he says, “Thirty-three years ago we 
cesar 2 
a ialty. Ys to advertising, 
he knows all about it, which makes that 
part of selling much easier.” 
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In adding market determination to our already well-established 
and widely recognized services for distributors, we believe we 
have put the finishing touches on a sales program that will make 


1932 an outstanding packing year for supply houses handling the 
BELMONT Line. 

and more lucrative. You should get started immediately with 
the BELMONT Plan. 





A Wide Market in Every Territory 


BELMONT Valve Stem Packings are 
constructed of the very highest qual- 
ity materials possible to be produced. 
The best Canadian Asbestos is em- 
ployed in the making of the yarn, 
and the lubricants used are of a kind 
suitable for all temperatures. 

Styles No. 740, twisted form, and 
No. 610, braided form, are lubricated 
and graphited throughout. Style No. 
655, braided form, is treated with 
vulcanizing rubber and graphited on 
the outside. It is intended for use 
against high pressure steam or air— 
where it is desirable to use a packing 
that will vulcanize in place. 

The twisted Packing is made in sizes 


Serving a Double Purpose 


The Belmont Distributor Plan 
for 1932 


1. Definite and Complete Service for Packing Users. 


2. Expanding Business and Greater Financial 
Returns for BELMONT Distributors. 


Right now there is a great market for BELMONT Packings in 
every territory. From now on, that market will become broader 


Write today for information on the complete, high-grade BEL- 
MONT Line. Let us tell you about our market determination 
plan and our other sales cooperation activities for distributors. 


You can make real profits in 1932 with BELMONT. 
eee 
“There is a Belmont Packing for Every Service” 


BELMONT 


Valve Stem Packings 
(Braided or Twisted) 





THE BELMONT PACKING & RUBBER CO. 


from 1/16” up, while the Braided cannot be pro- 
duced in sizes smaller than 14”. Unless otherwise 
specified, these styles are put up as follows: 1/4” 
to 3%” on one pound spools; 7/16” and larger 
on five pound spools. For the convenience of the 
automobile trade and others desiring smaller pack- 
ages, sizes up to 144” can be put on one-quarter 


pound 
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TAYLOR 
FORGE 


SEAMLESS STEEL 
PIPE FITTINGS FOR WELDING 





A complete line, completely seamless— 
made in standard and extra-heavy pipe 
thicknesses. 





Standard Radius Elbows 
Long Radius Elbows 
Full Branch Tees 
Reducing Tees 
Bull Plugs 
Reducing Nipples 
and 
Welding Neck Flanges 





Write for information 





TAYLOR FORGE, & PIPE WORKS, CHICAGO 
50 ownct ST,, ae vom 





FAUCET 


for Steel Drums and Barrels 





Guaranteed Leakproof for Oil, Gasoline, 
Kerosene, Alcohol, Anti-freeze Solutions 
and many other liquids 


Your customers will readily recognize the value of these distinctive 
features: 





1. Metal to metal seat. Cannot 
deteriorate. No packing to dry 
out. 

2. Automatically self-closing. Can- 
not be accidentally left open. 

3. Push lever control. Designed 
so that operating the faucet will 
not tip or tilt the barrel. 

4. Easily locked in either open or 

closed position, 

. Not affected by heat or cold. 

. %” Iron Pipe Thread with large 
hex. 


Write for Booklet and Prices 
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The Imperial Brass Manu- 
facturing Co. 
511 So. Racine Ave., Chicago, U. S. A. 











Fred Page, president of Page Steele and 

Flagg Company, New Haven, Connecticut, 

was snapped as he looked over the com- 
pany’s stock. 





Barrett Hardware to Install 
Welding Department 

The Barrett Hardware Company, 
Joliet, Illinois, has installed a com- 
plete welding equipment department, 
employing a welding engineer to 
contact the trade and develop this 
new venture. 

This company has also taken on 
the distribution of Rego welding 
equipment made by Bastian-Blessing 
Company, together with a full line 
of welding supplies. 





Looking Back on 31 Years in the 
Industrial Supply Business 
(Continued from page 32) 
will be worth while. Naturally they 
must have a reasonably certain antici- 
pation of this or they cannot be ex- 
pected to take a whole-hearted inter- 

est in their work. 

I confess that, several times dur- 
ing my first 15 years in the industrial 
supply field, the business seemed to 
hold small promise of financial suc- 
cess, because the commodities repre- 
senting yearly sales volume were be- 
ing handled by all competitors and 
were, therefore, subject to all the ir- 
regularities of sharp practice and 
price cutting, 

In order to combat such conditions, 
I think one must have a sound gen- 
eral knowledge of the fundamental 
principles which work toward profit- 
making and long-time success. These 
same rules, modified perhaps in some 
respects, must be presented to the 
customer in a way he can easily ap- 
preciate, so that the distributor will 
not antagonize him and yet will be 
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“WE GUARANTEE” 


SATISFACTION for 


Your Pulley Customers 
Is Protection for You! 


Wi YOU sell a pulley, can you 


say with confidence, ““We guaran- 
tee this pulley!”? Can you have absolute 
assurance that the pulley will protect 
your business by eliminating the risk of 
losing your customers through unsatis- 
factory pulley performance? . .. You can 


if the pulley isa BROWNING! 


Dealers throughout the country are 
finding it both wise and profitable to 
hande BROWNING Paper Pulleys. 
Wise, because both dealer and customer 
are fully protected by BROWNING’S 
unconditional guarantee. Profitable, be- 
cause BROWNING Pulleys have built 
up a nation-wide reputation for being 
unquestionably good and therefore are 
frequently demanded in preference to all 
others. ... 


2 Ya 
ans 


of - 
Bo pac 


—BROWNING GUARANTEE— 


Every BROWNING Paper Pulley is uncondi- 
tionally guaranteed to give satisfactory service or 
replacement will be made without cost to the 
purchaser. This guarantee has protected all pur- 
chasers of BROWNING Pulleys for almost fifty 


years. 


THE OHIO VALLEY PULLEY WORKS, INC. 
Maysville, Kentucky 
(Division General Fibre Products, Inc.) 











Ruggedness . . . unvarying precision of 
manufacture . . . constantly improved 
design . . . greater efficiency . . . a back- 
ground of almost half a century of 
successfully applied pulley engineering! 
BROWNING Paper Pulleys combine all 
of these unequalled selling qualifications 
with the lowest prices in BROWNING 
Pulley history! ... Write today for the 
new size and price sheet. 


THE OHIO VALLEY PULLEY WORKS, Inc., Maysville, Ky. 


(Division General Fibre Products, Inc.) 


BROWNING 


PAPER PULLEYS 
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~ ANNOUNCEMENT ~ 


DESMOND 


Grinding Wheel Dressers 
and Cutters 


& 


The Desmond Hex Dresser 


We have succeeded The Simplex Cor- 
poration of Woonsocket, R. I., in the 
manufacture and sale of their com- 
plete line of Simplex Steel Slide Ma- 
chinists and Utility Vises. 


The steel slide and other important 
improvements which these vises incor- 
porate make them exceedingly strong 
and durable and insure long and 
economical service. 





SIMPLEX 


Steel Slide 
VISES 


We want our many dresser customers 
to become acquainted with our new 
line of Simplex Steel Slide Machinists 
and Utility Vises. 


These vises are guaranteed to give the 
same satisfactory service as our Des- 
mond Dressers and Cutters, which are 
recognized as the standard for all 
wheel dressing. 


Write us for literature on Dressers and Vises. 


The Desmond-Stephan Mfg. Co. 


URBANA, OHIO 











Fig. 220 
Flanged 2 to 
24 inches 


7 





PATENTED BY 
PRATT & CADY 


THE ROTATING | 
SWING DISC PRINCIPLE 


Screwed 2 to 
24 inches 


Fig. 223 
Hub End 2 to 
24 inches 











is considered the standard construction for iron and 
bronze swing check valves. The disc is free to rotate, 
equally distributing the wear on disc and seat. 

This feature has been distinctive with Pratt & Cady 
for over 53 years. 








Maintenance is easy. By removing cap and plug, the 
seat can be quickly reground. All parts are made to 
gage and interchangeable. 


Reading-Pratt & Cady Co., Inc. 
An Associate Company of = American 
Chain Company, 
BRIDGEPORT, CONNECTICUT 
Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland, De- 
troit, Hartford, Houston, New York, Phila- 
deiphia, Pittsburgh. Rochester, St. Louis, 
San Francisco, Tulsa. 


PRATEs¢ A rY 


IRON BODY 
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SWING CHECK VALVES 








able to gain a legitimate profit himself, 

Six years ago, I became associated 
with the Casanave Supply Company 
as vice-president and general man- 
ager, thereby renewing my associa- 
tion with the late John H. Casanave, 
whom I considered a man of great 
human understanding and indisput- 
able business leadership. 

The vigor and energy of the per- 
sonnel of this company presented a 
fertile field where I could work out 
without hindrance, the principles I 
thoroughly believe in. Here was plas- 
tic material that could easily be 
moulded into a smoothly working or- 
ganization. 


URING the early periods of re- 

organization, I made it a point to 
give personal attention to what might 
seem minor details so that no one 
would get the idea that I was a buck 
passer or thought myself too good to 
do even the most menial work. I be- 
lieve that subordinating oneself in 
this way is the basis for a thorough 
understanding of any business. 

My job has never been so big that 
I have ever hesitated actually to per- 
form the lowliest duty when such 
pinch-hitting was necessary. 

I always welcomed and encouraged 
suggestions for improvements, be- 
cause what may seem practical today 
will often be obsolete tomorrow. Still, 
I am always on guard against taking 
up new systems, the worth of which 
have not been proved. 

It is my firm conviction that the in- 
dustrial supply business sanely con- 
ducted will ever be on the upgrade, 
because of an increasingly better na- 
tional understanding of its funda- 
mental usefulness and economy. 








Two well-known men in the Gray's 's Harbor 
district, Aberdeen, Washington. L. A. 
Sawyer, secretary-treasurer, left, and J. B. 
Sawyer, president of the Diamond 

chinery Company. They do a good busi- 
ness as distributors of industrial supplies, 
and the reason is that they are out after 

it all the time. 
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A New Blade— 
at a New Price! 
Yi | Bite Come lavatitiite Molin amal=X°\’A 
duty blade will do and costs 


one-half! 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


HE seemingly 
impossible has 
been accomplished. 
For years, Victor engi- 
neers have been seeking 
for the combination of metals 
and heat treatments that would 
stand up under heavy-duty service 
and cost less. 
Molybdenum is the answer. An Ameri- 
can mined metal costing far less than 
other alloys used in hack saw blades, is the 
vital element in the new Victor Molybdenum 
Heavy Duty Blade — a hand or power blade that 
can do anything any heavy-duty blade can do and 
yet it costs one-half less. 


THE DISCOVERY 


— is not in the metal Molybdenum — that has been 
known and used for years. The real discovery was in 
taming this sturdy metal to make blades that would be 
tough: carry the load — retain sharpness — and in fact 
retain all the properties of heavy-duty blades. 
Fast cutting—they like grief! That's the spirit of these 
new blades. Victor Molybdenum Blades will with- ‘ 
stand any load of the most modern heavy-duty hack TUNITY to 


saw machines. suggest a wel- 
come economy to 


AND WHAT A SAVING! all manufacturers in 


our vicinity. No oth 
Each dollar that goes into blades will do double the blede an peat 


work. If ahundred dollars’ blade does for a dollar. Victor 
worth of blades now Distributors, everywhere, can 
last one month—a promote economy and still retain 
cited dalhecs’ their full measure of profit. Discounts 
consth of Vactne and further information on request. 


Molybde- 
num Blades 
will last 
two! 
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Where Is Business Headed? 


(Continued from page 7) 


thermore in the next period of busi- 
ness expansion nothing that business 
does by leave of or in spite of gov- 
ernment is going to alter the neces- 
sity of increasing the efficiency with 
which goods and service are produced 
and sold and of passing on to the 
consumer the larger part of the bene- 
fits of such efficiency. This is the 
underlying and inescapable law of 
progress and prosperity in this coun- 
try, which will never be completely 
repealed, or even materially amended, 
so long as it continues on a capital- 
istic basis. 


Lucky Luke Gets a Break 


(Continued from page 25) 


I dashed out of town and made my 
trip and everything was swell till a 
couple of days before I was to visit 
the X L factory. Then I got a day 
letter from my boss “Cancel visit to 
X L factory. Stop. We are taking 
on Nonpareil. Stop. Be here Satur- 
day sure for meeting to discuss new 
line.” Boy, was I hot? When I got 
through tearing that telegram the 
biggest piece wouldn’t make a piece 
of confetti. Norcross wasn’t the only 
guy I had sold on X L; he was just 
the biggest. 

Of course, there wasn’t a thing I 
could do, so I just saw my other two 
factories without learning much and 
headed for home, looking like they 
hung me but the rope broke. ~ 

I was in the office before anyone 
else Saturday, boiling mad, laying 
for the boss. Soon as he came in 
I got him alone and said my piece 
about why didn’t they tell me 
sooner, how I had worked on X L, 
and I thought it was queer he didn’t 
stop me. This kind of got my goat 
and I ran down sooner than usual. 

Then the boss says: “Well, Luke, 
I'd like to know what theatre you 
are playing at. That’s a swell act 
you’ve got and I’d like to see the 
rest of it from the orchestra. I just 
let you rave ’cause I know you al- 
ways feel better after an eruption. 
The truth is, Luke, you can keep on 
selling Norcross X L belt because 
they’ve just been bought out by the 
Nonpareil people, only I couldn’t tell 
you in the wire; it’s not released yet.” 

Now, Al, I leave it to you. 
Couldn’t I fall in a sewer and come 
out smelling like a rose? 





DIXON'S 
oe @ 
GRAPHITE 
for better 
Lubrication 


RAPHITE has every quality necessary 
for an efficient lubricant. 


It fills in uneven surfaces, giving them a 
smooth bearing surface, and prevents metal 
to metal contact. It prevents internal fric- 
tion. 


DIXON’S Flake Graphite is a natural form 
of pure carbon, containing nothing that will 
thicken, gum, corrode, or scratch. 


It is unaffected by heat or cold. 


DIXON’S Graphite Lubricants for industrial 
use contain only the purest forms of natural 
GRAPHITE. Each has been developed for 
a specific service—for better lubrication— 
for longer service in operation. 


DIXON INDUSTRIAL PRODUCTS 


Flake Graphite 
Graphite Cup Grease Graphite Seal 
Waterproof Graphite Pipe Joint Compound 
Grease Boiler Graphite 
Graphite Spring Oil Silica-Graphite Paint 
Solid Belt Dressing Bright Aluminum Paint 


Paste Belt Dressing 


Joseph Dixon Crucible Company 


New Jersey 


Jersey City S 
105 YEARS OF \S%/ DIXON SERVICE 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 








month ending December > KEY TO CHART 
15, 1931, with business | [oe ten” 
during the corresponding ™ b> = 5% increase 
period of 1930. ~ ll 

o< einen 
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Belting, Conveyor 





Compressors 





Concrete Forms, Road, 








Conveyors, Portable 
Cranes and Shovels 


T 





etc. ag 





Engines, Gas, etc. 









1g Wheels, Wire | 
Brushes (Prod.) 


Hand Tools—Saws, 
etc. 


Hoists—Chain, Electric, 


Hany, 
















Machine Tools and Equip- 
ment 


Goods 
etc. 












Nuts, Bolts, and Rivets 


Paint Spraying Equipment 








Pavers and Mixers 


Pipe, Valves and Fittings 


Pneumatic Too 


Pumps 














Safety Equipment— 
tinguishers, Masks, etc. 






Shop Supplies—Brooms, 
Brushes, Waste (Maint.) 


Tools, Pipe Threading 


Tractors and Graders 


Pulleys, etc. 
“V"-Belt Drives 


etc. 
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years of running crowded into 
~ A Hours /g 







In this severe test of V-belts—2,000 


a . = 


2,000 R. P. M., 5/8" x 7/8" x 60" belts—the Condor 
Whipcord V-Belt, illustrated here, was still apparently good 
for several hundred hours more, Stretch was only 25/32 inch; 
flexibility seemed in no way impaired, and slip only 3%. No other 









e 





hours, 160-lb. tension, 





make tested lasted beyond 1,300 hours. , 


With facts like these, many would describe 
the new Condor V-Belt in high-powered 
superlatives— outstanding, unequaled, 
revolutionary, etc. 






















Manhattan prefers a description like this: 


The new Condor V-Belt embodies two distinct 
constructions—Whipcord for high-speed, light- 
duty drives; Plycord for heavy-duty service. Each 
type has demonstrated marked advantages. Life 
is increased 29.4% to 358.2%. Stretch is reduced 
to 1.9% maximum, compared to 6.6% for usual 
constructions. Flexibility is ample for all running 
speeds and sheave sizes. Internal heat, the enemy 
of V-belts, is reduced to surprisingly low limits. 


The Condor V-Belt is one of the regular Condor 
Line distributed by more than a hundred lead- 
ing jobbers. 


The CONDOR Line 


Standard Beit Creamery Hose Hydraulic Hose Steam Hose 

Silver Edge Belt Dredge Sleeves Packers Hose Water Hose 

Acid Hose C. 1. Air Tubing Paper Mill Hose Chute Lining 

Air Hose Fire Hose Sand Blast Hose Launder Lining 
Contractors Hose Garden Hose Sand Suction Hose Asbestos Brake Blocks 
Textile Mill Specialties Industrial Brake Lining 


Other MANHATTAN Products 


Other Grades of Hose Pump Valves 
Suction Hose Tubing 

Oil Hose Washers 
Packing Molded Goods 


Mattin; Oilless Bearings 


s 
Belting of Every Description Molded Hose for Every Service 









The Manhattan Rubber M 








Executive Offices and Factories, Passaic, New Jersey 
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Above: Close-up enlargement 
of the 2,000-hour Condor 
V-Beltand a brand new one. Do 
yousee how comparatively little 
wear is evidenced? The upper 
section ran 2,000 hours! 





aybestos-Manhattan, Inc. 
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TERRITORY 


The THOR ELECTRIC TOOL AGENCY 
offers the distributor an opportunity to 
greatly increase his portable tool sales and 
make a real profit producer of this depart- 
ment. 


The reputation that THOR TOOLS enjoy 
and the performance for which they are 
known, will enable you to sell plants and 
shops where production tools are used. 
And because of the popular prices now 
in effect, you will also be able to sell the 
smaller user where tools are only employed 
for maintenance work. 


No matter what the job may be—drilling, 
reaming, tapping, screw driving, nut set- 
ting, grinding—there is a THOR TOOL 
to exactly fit the requirements. Thus, with 
one line, you will be able to cover the 
entire range of industry, economically and 
satisfactorily. The reputation of THOR 
TOOLS, which has been built up through 
many years of service and ‘ormance, 
will be one of your greatest assets in han- 
dling the THOR LINE. 

Arrange to handle this most popular and 
fastest selling line of electric tools on the 
market. Write for our distributors’ propo- 
sition, full details of which will be sent 
promptly and without obligation. 


INDEPENDENT 


PNEUMATIC TOOL CO. 
604 West Jackson Blvd. 
CHICAGO, ILL. 





Counter Men of Maddock and Company, Philadelphia. 





How Distributors Are Planning 
for the Year Ahead 
(Continued from page Y) 

profit by 91 per cent and more fre- 

quent sales meetings by 56 per cent. 

Again, all of these improvements are 

obviously contemplated to increase 

further the efficiency of sales forces 
on whom rests the responsibility of 
balancing the 1932 budget. 

Finally we come to distributors’ 
plans for cooperation with other units 
in the chain of industrial distribution. 
Regarding manufacturer relations, 
49 per cent plan to work more with 
manufacturers’ missionary men. This 
indicates a genuine desire to acquire 
the knowledge necessary to put in 
force the sales plans already consid- 
ered. The second important point in 
distributors’ plans for manufacturer 
relations is embodied in the determi- 
nation, by 78 per cent of those sub- 
mitting their plans to MILL SupPPLIES 
to increase their cooperation with 
manufacturers having national dis- 
tributor sales policies. 

Undoubtedly the desperation of 
competition in the past year has had 
its effect. Sixty-nine per cent of the 
distributors replying, many of them 
leaders in their local supply groups, 
are planning to cooperate more 
closely than ever with their competi- 
tors. Perhaps no other method can 
be as effective as this in raising the 
standards of the industry. 

Last, but far from least in the 
matter of cooperation, is the planning 
| by 62 per cent of the distributors to 














capitalize to the fullest extent on the 
operations of the Joint Merchandis- 
ing Committee of the Mill Supply 
Business. There is a real opportu- 
nity for the progressive distributor 
to make his small investment in this 
movement pay him large dividends. 
It is quite evident that more and 
more men in the industry are begin- 
ning to realize this fact. The above 
percentage bestows great credit on 
those responsible for the operation of 
the committee. 

The difficulties of the past year 
may have been a blessing in disguise, 
after all. Certainly, at no time in re- 
cent years has so much sound, con- 
certed thinking been done in the in- 
terests of improving the distribution 
of industrial supplies through dis- 
tributors. If the seas of 1932 prove 
to be heavy, the above evidence 
seems to indicate that distributors 
are going to meet them with cleared 
decks and full steam ahead. 





Who’s Who 
(Continued from page 16) 


of this firm is now doing over a mil- 
lion dollars annual volume of busi- 
ness. And over in East Greenwich is a 
hardware dealer who recommended 
the president of Belcher and Loomis’ 
for the position of cash boy 38 years 
ago. 

He is still buying hardware from 
Belcher and Loomis and if asked, 
will assure you that he knew “that 
Read boy would make good.” 
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A Good Poliey in 1895! 
A Good Policy Today! 














Brown % Sharpe MT Co. 


MACHINERY B TOOLS 
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Aue .E7PERS 
reve soampessed Bae b Steve My lo 
RLEGMAP IIL AOORESS 
SHARPE POVOEME 


Ler vine A’. A April, 1895. 


ed States ot 
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Dear Sirs: 


Experience has shown us that it is usually best for the interests of all concerned 
that Micromecers, Cutters and other small tools listed in our catalogue should be sold 
through the trade. For this reason we have the dealers for partners in this part of our 
E business, and their services are ordinarily of material advantage to the users of our small 
tools. They exhibit the goods and carry them in stock, they enable the purchaser to see 

just what he will obtain before he places his order, and they generally enable him to obtain 
the goods without delay. Frequently they also save postage and express charges. To 
compensate them for their outlay and to enable them to make a profit, we make them a 
discount, and to protect them thoroughly we adhere strictly to catalogue prices and terms. 
Even when consumers offer us orders for a dozen or more tools of a kind we do not vary 


from this custom. 


SORA TIrRSNT 


We accordingly respectfully suggest that customers communicate with the dealers 


before ordering direct, and we are assured that even if they are situated in places where 
there are no dealers, their trade will be sought and appreciated by the principal dealers in BS 
the nearest large cities, and a serious effort will be made by these dealers to demonstrate 


that it is advantageous for the customers to purchase through the trade 


co a 


This letter outlined 
} the Brown & Sharpe 
Policy in 1895; it 
serves equally well to- 
day. 


BROWN & SHARPE MBG. CO. 








In no small degree the friendship The Brown & Sharpe Distributor en- 
which exists today between Indus- joys today the same cooperation and 
trial Distributors and the Brown & __ protection which have characterized 
Sharpe Mfg. Co. is due to the wise __ the relationship between our distrib- 
policy established in 1895 and ad-  utors and ourselves throughout all 
hered to closely ever since. these years. 


Brown & Sharpe Mfg. Co., Providence, R. I. 





{ 
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Brown & ol Tools 


“WORLD’S STANDARD OF ACCURACY” 
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New and Improved Industrial Products 

















HE Lubriplate Cor- 

poration, Chrysler 
Building, New 
announces a new metal- 
i lubricant, 
which makes a metal- 
deposit, preventing fine 
corrosion or 
wear. It deposits an in- 
herent film of zinc on 
all working surfaces but 
never builds up beyond 
a predetermined point. 
This materially reduces 
high-speed operating 
temperatures, decreases 
maintenance cost, and prolongs the life of all 
equipment. Lubriplate is used for gears, open 
and closed type, in all industries; plain ball and 
roller bearings, all uses including high and low 
speeds; chain drives in all types and speeds; 
It is a lubricant for all 


depositing 


surface 





and stamps and dies. 


types of equipment including steel 
and iron in service and storage. 

















































BR .- new steel bench leg now 
being made by the Bond Foun- 
dry and Machine Company, Man- 
heim, Lancaster Co., Pennsylvania, 
is designed with a box shape forma- 
tion and ribbed for additional 
strength. The uprights are perpen- 
dicular keeping the foot of the leg 
well out of the reach of the work- 
man’s feet. The top section of the 
leg is made flat permitting a board 
to be bolted to it very securely. 
The cross sections are formed an- 
gles, welded together. No rivets 
are used in its manufacture. The 
cross sections are electrically welded. 


York, 


1 


V-BELT with no in- 

elastic stretch has been 
developed by engineers of 
The Manhattan Rubber 
Manufacturing Division of 
Raybestos - Manhattan, In- 
corporated. In light - duty 
high speed sizes, a strong, 
flexible “Whipcord”  con- 
struction is used and for 
heavy-duty service, a more 
rugged design known as 
“Plycord.” 














NON-IGNITING NOZZLE 





BAPE TY DIAPHRAGM 
SHEARING EDGE 


f 7— DOUBLE SPRINGS 
INSURE SENSITIVIT © 



























































HE Barber-Colman Com- 

pany, Rockford, Illinois, has 
recently announced a new bench- 
center which can be -used for 
gauge-testing circular, cylindri- 
cal, and such other work as may 
be held on arbors, and such 
pieces as shafts, pinion shafts, 
plugs and others that may be 
held between center. It may also 
be used for determining the 
parallelism of keyways with re- 
gard to the axis of the shaft, or 
eccentricity. 


A POP safety valve 

with gas - tight 
cap and lever is 
among the new prod- 
ucts of the J. E. 
Lonergan Company, 
Philadelphia. This 
valve is made in cast 
iron for pressures up 
to 300 pounds and of 
steel for higher pres- 
sures. It is intended 
for use on gas lines 
and to control the 
gas in oil wells. 





EVERAL important improve- 

ments have been made in the 
Bastian-Blessing Company’s 
Rego regulators. In order to 
cool the inner core, a metal pin 
having a high rate of thermal 
conductivity was inserted in the 
center of the nozzle. This pin 
very effectively breaks up the 
compressed and heated oxygen 
into a tubular stream having 
thin, gaseous walls which are in 
intimate contact with the metal- 
lic surfaces of the nozzle walls 
and the safety pin, thus absorb- 
ing instantly the heat of sudden 
compression well below the ig- 
nition point of the seat material. 
Another safety feature is a dia- 
phragm shearing device. 
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IN THOUSAN PS Cen 
OF PLANTS 7X 


















CLIPPER HOOKS, UNSURPASSED IN 
QUALITY, ARE 20% TO 30% LOWER 
4 PRICE THAN oe MAKES. 

¢ Lacers come in types for every requirement, 
lacing the smallest of belts up to the heavier 
and wider ones. The use of Clipper Hooks 
and Pins gnsures a perfect, lasting joint, 








. SEE) |: 
31 71 7 


Bers 


PROVE CLIPPER DOES 
A BETTER JOB! 


UNDER jhe relentless drive of actual shop production Clipper No. 6 
Speed Lacer is proving ‘every day that it delivers! Measured by the yard- 
stick of Results Clipper cost 
than any comparable make ir 





to begin with and less to maintain 











“CLIPPER CLIPPED SECONDS S-T-R-E-T-C-H PRODUCTION MINUTES 
an A aa 
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connection. 


bent back. 





HE flue cleaner 

hose coupling being made 
by the Dixon Valve and Cou- 
pling Company, Philadelphia, 
is a compact, boltless coupling 
of the compression type, and 
when the sleeve is screwed up 


or still 





New and Improved Industrial Products 





HE pipe 


vise saddle made by 


Armstrong Brothers Tool Company, 
Chicago, is a portable base for standard 
pipe vises that attaches to round or square 


posts. 


It is quickly attached. The chain 


is brought around the post, hooked and 


tightened. 


The 


body of the saddle is 


substantially made of certified malleable 
iron, accurately machined and finished in 


black enamel. 
tegral part of the saddle. 


A pipe bender is an in- 
The chain 


tightening handle is of drop forged steel. 
“V” back design of saddle assures a snug, 


rigid fit on any post. 


The chains are of 


best quality, flat link type and proof- 


tested. 


on stem the three internal 
segments compress the hose 
and make a tight, leakless 





As an extra precaution to prevent any possibility of 


the coupling or cleaner blowing off, the end of the spiral wire 
winding on hose is threaded through one of the segments and 


These couplings are made of malleable iron and fur- 


nished in %-inch and 1 


-inch sizes, 
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A NEW TYPE producti- 

r, recently devel- 
oped by the Durant Manu- 
facturing Company, Milwau- 
kee, combines two counting 
mechanisms in one machine. 
The first is a pre-determined 
counter which lights a light, 
stops a machine, rings a bell, 
or actuates any other electri- 
cal signal at a predetermined 
figure and the second is a 
continuous run totalizer. An upper dial on this new counting 
machine shows a row of four white number wheels with black 
figures, each white wheel adjoining another of metal with black 
The metal wheels are set to the desired 
figure at which the electric switch is to operate while the white 
Sowa wheels are all at zero. 


figures etched into it. 


EW rubber friction 
has been adopted 
for the Lynx belt made 
by the Diamond Rubber 
Company, Akron, Ohio. 
The new compounds 
developed in this com- 
pany’s laboratory in- 
crease the initial fric- 
tion pull 13%, improve 
the aging quality of the 
belt and increase its re- 
sistance to flexing on 
small pulleys about 
5%. 





A NEW electric hammer weighing only 

nine pounds is now being offered 
by The United States Electrical Tool 
Company. The light weight is made pos- 
sible by operating the hammer through a 
special flexible shaft attachment connected 
with any light type half-inch electric drill. 
It is also claimed that the flexible shaft 
prolongs the life of the tool. 










































HEAVY 

steam radiator valve that can be 
packed while the system is under pres- 
sure or vacuum and which will not jam 
in the open position has been perfected 
by James P. Marsh and Company, Chi- 
cago. 


150-pound construction 




































New 

York, has added to its line of portable 
hoists a ‘nomreversible, single-drum elec- 
tric hoist designed for many applications 
in the mining, contracting, and industrial 


[XgeRsoL -RAND Company, 


fields. It is modeled after the company’s 


“Utility” hoists except that it uses an 
electric motor and friction clutch instead 
of an air motor and a jaw clutch. 
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GOODYEAR makes 
RUBBER GOODS 


that SELL 


OODYEAR sales records show that 
there is a great preference for 








This is the new Goodyear 
Compass Cord Oil Well Belt 
DOUBLE—anote two layers 












Goodyear Mechanical Rubber Goods 
in industry. 

Of course, there is a good reason 
for this. In fact, many good reasons. 


For one thing, Goodyear invests 
a great deal of money—millions of 
dollars every year—and the best 
brains and talent obtainable, to de- 
termine just how and where and why 





Recent Goodyear develop- 
ments in Mechanical 


‘ Rubber Goods 
rubber can best serve industry. Then ie nena aie . 
° . ° e Goodyear ASS 
it makes that rubber, in the right WicMiens Mie 
strength, and compound, and form— The Goodyear THOR Belt 
Goodyear Rubber! Seamless 
: : : The Goodyear COMPASS 
The result is you see in progressive Cord Qil Well Belt 
plants and uses all over the world, " ee n. - 
e + e & ear mera 
such carefully constructed scientifi- Pte — wi 


cally engineered productsas Goodyear 
Compass (Cord) Endless Belt, the 
new Goodyear THOR Belt, seamless, 
Goodyear Emerald Cord Air Hose and 
Goodyear Emerald Cord Hy-Pressure 
Hose. These are real innovations — 
not duplicated anywhere else—and 
time indexes to Goodyear’s leader- 
ship in mechanical rubber goods. 


You know the advantage of selling 
the recognized best. Then you should 
investigate the advantages of the 
Goodyear franchise. Write today to 
Goodyear, Akron, O., or Los Angeles, 
Calif., for complete information. 








The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 
The Goodyear Asbestos 
Cord Steam Hose 


of drive cords 




















THE GREATEST NAME 


IN 





TUNE IN: 


Goodyear invites you to hear 
John Philip Sousa and his Band 
... Arthur Pryor and his Band 
---Goodyear Quartet and 
Concert-Dance Orchestra — 
every Wednesday and Saturday 
night, over N. B.C. Red Network, 
WEAF and Associated Stations 


RUBBER 


BELTS - MOLDED GOODS - HOSE - PACKING 
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New and Improved Industrial Products 





HE American 
Metal Hose Com- 
pany, Waterbury, 
| Connecticut, has de- 
| veloped a new type 
| of flexible metal 
| ho’se known as 
| American seamless flexible tubing. This hose is made from a seam- 
less tube and contains no packing or joints, making it particularly suit- 
able for conveying liquids or gases at high or low pressures, where an 
air-tight and leak-proof hose is required. 











A HIGH speed tapping unit in which 
tap breakage is said to be practi- | 
cally eliminated is announced by R. G. | 
Haskins, Chicago. The tapping head _ | 
is a self-contained unit and incorpor- 
ates a _ highly’ sensitive reversing 
mechanism operating at high speed. 








HE Hills-McCanna Company, Chicago, announces a new valve 

which has no metal to metal seats, no stem packing or stuffing 4 
boxes and is recommended for general service. The materials handled 
never reach the valve bonnet. The diaphragm protects all the work- 
| ing parts from the substances handled. Access to the bonnet or body 
does not require removal from the line. In the closed position the 
diaphragm is compressed between the compressor follower and the seat. 





UTLER-HAMMER, In- 
corporated, Milwaukee, 
announces a new, explosion- 
proof, across-the-line type, 
A. C. automatic starter, de- 
signed in accordance with the 
specifications of the Under- 

| writers’ Laboratories for class 
1, group D hazardous loca- 
tions. These specifications 
include applications where ex- 
plosive gas or dust is preva- 
lent in the atmosphere. This 








NEW “compact” tool designed to new starter is of the air break 
cut heavy bolts and rods, split type. All contacts are made 
nuts, and so on, is being made by | and broken in the air and 


H. K. Porter, Incorporated, Everett, | there is no oil tank. 
Massachusetts. The tool measures _ | 
only 7% inches in length but will cut | 
bolts up to % inch in the thread. 
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| Stainless Steel lined 


Vo Gt 
DROP FORGED 
STEEL VALVES 


Outlast All Other Valves 
Morelhan/2 Times 














With the addition of stainless steel linings, Vogt Drop Forged 
Steel Valves stand absolutely alone for prolonged service in the 
high pressure, high temperature, corrosive and erosive field. 


Vogt Solid Wedge Type Gate Valves completely lined with stainless steel having 
upset ring joint faces like shown above are available in the flanged types, pressures 
from 600 pounds to 1350 pounds at 900 degrees F. 


Complete details and prices on request 


HENRY VOGT MACHINE CO. 


INCORPORATED 
onan, (ee LOUISVILLE, KY. 


Offices: a Manufacturers of: Drop Forged Steel Valves and Fittings, Water Tube and Horizontal Return Tubular Boilers, 
PHILADELPHIA Oil Refinery Equipment, Ice Making and Refrigerating Machinery, Heat Exchangers. 









Nr 


Of personnel changes, new sales plans, new 
literature, changes in quarters, new distributors 
appointed, and other facts of interest. 
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Charles Parker Company Cele- 
brates Hundredth Birthday 

NE hundred years ago Charles 

Parker started the foundry 

which is now the Charles 
Parker Company, located in Meriden, 
Connecticut. In its anniversary mes- 
sage the company states that it appre- 
ciates that the cooperation of its dis- 
tributors has played an important 
part in its success, and that it plans 
to continue the policy of marketing 
100 per cent through distributors. 





It is an interesting fact that the 
man who is now secretary of the 
company is Charles Parker, a direct 
descendant of the founder of the firm. 


2 «4 


Desmond-Stephan Succeeds 
Simplex 

The Desmond-Stephan Manufac- 
turing Company, Urbana, Ohio, has 
succeeded the Simplex Corporation 
of Woonsocket, Rhode Island, in the 
manufacture and sale of its complete 
line of Simplex machinists’ and util- 
ity vises. The Simplex line of steel 
slide vises will be made in Urbana, 
Ohio, and has been added to the Des- 
mond line of grinding wheel dressers 
and cutters. 


New Book on LeBlond “Regal” 
Lathes Is Ready 
A very carefully compiled catalog 
on “Regal” lathes has just been 
issued by the R. K. LeBlond Ma- 
chine Tool Company, Cincinnati, 
Ohio. The process of construction 
as well as the finished lathe is illus- 
trated and described. Other special 
features are a lubrication chart and 
views of the LeBlond plant. 


2 ££ *& 


Wright Company Makes 
Changes in Personnel 

Effective December 15, C. A. An- 
derson was appointed general man- 
ager of the Wright Manufacturing 
Company, Bridgeport, Connecticut, 
and R. C. Blair, assistant sales man- 
ager, with headquarters at York, 
Pennsylvania. 

ee ¢ 


Lunkenheimer Prepares New 
Booklet 

‘“Lunkenheimer Oil Cups and Oil- 
ing Devices,” is the title of a new 
booklet recently issued by the Lun- 
kenheimer Company, Cincinnati. 
Complete descriptions, dimensions 
and illustrations are included. 
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Plants of the Charles Parker Company, Meriden, Connecticut. This firm has 


m in business for 100 years. 





Charles Parker 


David Miller of Bond Foundry 
Passes Away 

J. David Miller, who has been 
associated with Bond Foundry and 
Machine Company for many years 
in the capacity of engineer, salesman, 
and, in recent years, sales engineer, 
died on December 13, aged 50 years. 

He is survived by his widow, Mrs. 
Margaret Miller; one son, two 
daughters and three grandchildren. 

Mr. Miller’s congenial personality 
was well known to the mill supply 
houses and to the mill supply sales- 
men who always looked forward to 
his visits. 





* * * 


Belmont Packing and Rubber Is- 
sues Leaflet on New Product 
The Belmont Packing and Rubber 

Company, Philadelphia, has issued 

a leaflet on plastic packing, number 

4000, a new product made by this 

company. 
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Bond Backboard Bracket 
-Separate Units, Easily 
Attachable, width of top 


- remains the same. 


iG 


Want 


rove 
2 Things 








First—that there is a real market for the sale of bench 


legs. Second — that the new BOND Steel Bench Leg is 


the easiest one to sell. 


\lsz 


Is there a market? Well, we'll 
wager that there isn’t a customer 
on your whole list that isn’t a 
good prospect for several sets of 
steel bench legs. Every manufac- 
turer—large and small, bakeries, 
laundries, machine shops, stores 
and countless other businesses 
can use steel bench legs profit- 
ably. And here’s something of 
interest—one mill supplies 
dealer sold enough BOND Steel 
Bench Legs last month to give 
everyone of you a mark to 


shoot at! There is a market. 


\27 


BOND Steel Bench Legs are easi- 
est to sell because they combine 
the best features of all of them; 
none of the weaknesses of the 
best of them, box formation, all 
electrically welded — formed 
angles—but that’s enough—write 
for booklet MS 17— you can 
make a real profit with this new 


BOND product. 





There’s a real market; here’s 
a real product — you can sell 


them—and make money. 


FOUNDRY ann MACHINE COMPANY 


Philadelphia Office: 617 Arch Street 





MANHEIM, LANC. CO., PA. 


New York Office: 256 Broadway 





Chicago Office: 39 S. Clinton Street 
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NEW Model ‘‘C’’ 
2 and 4-cylinder 


Curtis C ompressors 


Carbon-free Valves! 
Timken Bearings! 


In perfecting practically car- 
bon-free valves, Curtis engineers 
have solved a big problem of 
compressor operation. 


New type head with short in- 
take passages, oversize ports and 
straight line air flow—bring air 
into cylinder at lowest possible 
temperature, with resulting peak 
pressure and temperature of com- 
pression solow that there is prac- 
tically no evaporation of oil on 
piston and cylinder walls. 




























Centro Ring Oiling! 


Cooled air intake also greatly 
increases capacity of compressor. 
Timken bearings assure longer 
life with easy adjustment. Centro- 
ring oiling provides controlled 
lubrication. 

Entire design increases capac- 
ity in relation to size so that 
prices are relatively lower. Write 
for free illustrated folder giving 
full details. Curtis Pneumatic 
Mchy. Co., 1928 Kienlen Ave., 
St. Louis, Mo. 
























































CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
¥ to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 





CURTIS 
I-BEAM TROLLEY 
Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running. 


CURTIS 
AIR HOISTS 


Cost one-fifth that of 
other power hoists and 
Practically no more than a 
chain block. Aside from 
economy, Curtis simplicity 
offers endless advantages 
over complicated power 
hoists, Simple abuse-proof 
construction—can be han- 
dled by ordinary labor—no 
costly production interrup- 
tion from hoist failure. 
Proof against destructive 
atmospheric conditions, 
Practically no service for 
years at a time, One-half 
to 10-ton capacity, 





CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes 4% to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring lubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 
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Herman D. Horton Dies 
Suddenly 
Herman D. Horton, eastern sales 
manager, Simonds Saw and Steel 
Company, Fitchburg, Massachusetts, 
was stricken with a heart attack and 
died on November 18 at his home 
near Boston. He had been with the 
Simonds company since 1900. For 
the past 20 years he had held the 
position of eastern sales manager. 
He was a past deputy grand mas- 
ter of the thirteenth Masonic district 
and was a member of many social 
and business clubs in Boston and 
Fitchburg, Massachusetts. 
* * * 


Whitman and Barnes Notes New 
Trend in Buying 

Whitman and Barnes, Detroit, is 
calling the attention of its distrib- 
utors to the fact that purchasing 
agents are now, more than ever, 
placing orders for supplies where 
they can get them out of stock, due 
to the fact that industrial plants are 
not buying any more than their im- 
mediate needs, and when a requisi- 
tion comes through it is an “At 
once” or “Rush” order that cannot 
wait for delivery from the factory. 

This company is urging its dis- 
tributors not to risk losing business 
permanently by letting its customers 
get the habit of looking elsewhere 
for their supplies, but to keep stocks 
complete and be prepared to deliver 
the goods on all occasions. 


* * * 


Ross D. Cummings Passes 

Ross D. Cummings, assistant sales 
manager of the Clements Manufac- 
turing Company, Chicago, died sud- 
denly on December 9 at his home in 
Chicago. Mr. Cummings had been 
in poor health for the past year. In 
November he was taken seriously ill 
in Sheboygan, Wisconsin, while on 
a business trip, and was brought to 
Chicago where he was confined to 
his home by physicians who antici- 
pated an early recovery. 

“Ross D” was widely known, par- 
ticularly among the electrical fra- 
ternity and his passing is a severe 
shock to his many friends. 

Previous to his association with 
Clements, he was, for five years, 
western manager of THE JoBBER’s 
SALESMAN Magazine. Before that he 
had been with the Graybar Electric 
Company and the old Western Elec- 
tric Company for 15 years. 








5000 Cuts With One 
That's Why They Want 


HIGH 
SPEED 
STEEL 


Red Streak Hack Saws 


There is no metal available that is so singularly 
adapted for hack saw making as high grade HIGH 
SPEED STEEL, and no high speed steel Hack Saws 
give such lasting service as a SIMONDS RED STREAK 
Blade. 


Evidence pointing strongly to this conclusion is 
contained in a report voluntarily sent us by the super- 
intendent of a Machinists Trade School, who states 
that one RED STREAK blade, operated for about 
two months, made over 5,000 cuts. Rightly, he con- 
siders this a very fine record, considering that the 
machine was operated only by members of his various 
classes. This record is another proof of the inbuilt 
quality of Simonds Red Streak High Speed Steel Hack 
Saws—“The blade with the Red Back Edge.” 


Tell your customers. This same kind of service is 
at their command. 


Simonds Saw and Steel Co. 


“The Hack Saw Makers” 


Established 1832 


Fitchburg, Mass. 
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Will Increase Your 
‘‘Repeat’’ Orders 


When the customer buys Mabb’s Chicago 
Rawhide Hydraulic Packing, he is paying for 
an all-lubricant material—nothing to be dug 
out and thrown away. It is tough and durable 


and can be replenished by simply adding 


fresh layer on top as required. Made of genu- 
ine Mechanical Rawhide leather, retaining the 
natural oil and containing no foreign substance 


MABB’S 


CHICAGO RAWHIDE 
HYDRAULIC PACKING 








a 
Self-Lubricating 
Anti-Frictional 


to cut rods, cylinders or plungers, Mabb’s 


Packing is the most economical and 
generally satisfactory hydraulic packing. 





Made of “CHICAGO RAWHIDE” Fulled Leather 


A Complete Line of 
Mechanical Leather 


Products for Distributors 
Leather Packings and Gaskets, Leather Belt- 
ing, Belt Lacing, Twisted Rawhide Pins, 
Rawhide Mallets, Hammers and Mauls, Raw- 
hide Gears and Pinions, Friction Leathers, 

Leather Cups, Hand Leathers, 
The 


CHICAGO RAWHIDE 


MANUFACTURING CO. 
1301 ELSTON AVE. _ CHICAGO, ILL. 

















FOR 


RESALE 





ODERN production facili- 
M ties enable us to offer dis- 

tributors a uniformly high 
quality line of piston and sheet 
packings, that can be sold under 
your own brand name if desired, 
absolutely free from any compe- 
tition from your source of sup- 
ply. 


A consistent, strictly adhered to 
sales policy of “Resale Only” 
is our absolute assurance of 
100% distributor cooperation. 


You can sell more packings and 
make greater profits if you han- 
dle Linear Packings in 1932. 


We solicit inquiries. 








































































































Hugh J. Beach 
Beach Reports on European 
Business Conditions 

Mr. Hugh J. Beach, recently ap- 
pointed president of the Flexible 
Steel Lacing Company, Chicago, re- 
turned on December 17 from a 5- 
week trip to Europe. 

As might be expected, Mr. Beach 
found general business conditions, 
with the exception of France, in a 
very depressed state and credit in- 
formation in some quarters, especial- 
ly Germany, very unreliable. Also, 
from his limited observations, the 
severity of the “depression” in Ger- 
many appeared to be somewhat exag- 
gerated, 

In England, he found the manu- 
facturers and distributors of British- 
made goods doing an increased 
amount of export business due to the 
drop in “Sterling.” On the other 
hand, the importation of many kinds 
of merchandise was temporarily at a 
standstill due to the uncertainty of 
the tariff situation. 

* * * 
Gilmer Makes Encouraging 
Report on Business 

The L. H. Gilmer Company, Ta- 
cony, Philadelphia, has just concluded 
the regular annual factory confer- 
ence, attended by 50 men, compris- 
ing field salesmen, engineers, and 
department heads. At this meeting 
it was reported that during 1931 defi- 
nite progress has been made in find- 
ing increased application for Gilmer 
products together with a much broad- 
er distribution. 
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For that 
Better Service— 
You want to 


Give Your Trade 


DART 
UNIONS 








THE 
“HEART OF THE DART” 


is the double bronze-to-bronze ring 
construction. It stands the strain 
and does not corrode. 


Dart Union Sales Points 


Require no re-packing because of 
the Bronze-to-Bronze ground joint 
principle. 

The heavy malleable iron nut and 
pipe ends do not stretch or crack. 
Require no attention once they are 
in place in the pipe-line. 

Have all the good points of all- 
brass, without the possibility of 
stretching—all the good points of all- 
iron without the danger of rusting. 


Tees - Unions - Ells 
(Screwed - Flanged) 


E. M. DART MFG. CO. 


Providence, R. I. 


Sales Agents 
THE FAIRBANKS COMPANY 
New York and ali branches 


Canadian Factory 
DART UNION CO., LTD. 
Toronto, Canada 











‘When you buy— __ 
look for the name 


FAIRBANKS 


Itis your 
GUARANTEE 
of the 
Quality of the 
Product 











VALVES 
Brass and Iron 
Body—for every 

kind of service 





DRAG SCRAPERS 
In 3, 5 and 7 cu. ft. 
capacity 






HAND 
TRUCKS 
Anything you 
need we can 

furnish. 





TRUCK CASTERS 
With practically any 
kind of wheel 


required 





WHEELBARROWS 
Wood or steel frame—for concrete, mortar, 
coal, etc. 


Manufactured by 


The FAIRBANKS Company 


Boston New York Pittsburgh 
Factories: 
Trucks and Barrows, Rome, Ga. 

















Valves, Binghamton, N. Y. 
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HAIN isn’t “just 
chain”. There is a 
vast difference in 

manufacturing processes— 

and a wide spread in 
quality. 

Only the BEST available 

chain is good enough 
when human lives are at 
stake—and, for that mat- 

ter, when your profits are 
concerned. 





If you sell on the theory 
that “chain is chain”, 
you MAY handle the best 
... and you may NOT! 


Are you sure you are sell- 
ing the right chain for 
every particular job? 
Don’t guess on it. Call in 
a Taylor expert. 


WRITE 
for Catalog “ 


Distributors! Let 

us send you a copy 

of Catalog “A”. It 
will not obligate 
you in any way 
but it WILL 
help you to take 
full advantage 
of the chain 
possibilities in 
your territory. 





S. G. TAYLOR CHAIN CO. 
Dept. A 


HAMMOND, INDIANA 


HAND-ELECTRIC S* 
AND MACHINE > 
WELDED CHAIN 














Theodore A. Taylor 


T. A. Taylor of Fairbanks is 
Dead 
Theodore A. Taylor, Jr., 


48. 

For the past 30 years Mr. 
lor has been associated with the valve 
division of the Fairbanks Company 
and his passing will be noted with 
regret by his many friends and asso- 
ciates in the trade. 


* * x 


New Rego Catalog Ready 

The Bastian-Blessing Company, 
Chicago, maker of Rego welding and 
cutting equipment, announces the 
completion of a new catalog, number | 
57. This is a pocket size booklet of | 
40 pages indexed for ready reference. 
It lists specifications and prices of all 
types of welding and cutting torches, 
regulators, gas economizers, acetylene 
generators and the various acces- 
sories. 

The chapters on “How to Make | 
Up a Special Outfit,” “How to 
Choose a Torch,’ and “Regulators 
Make the Outfit” are of especial in- 
terest and great value to every man 
who is concerned with gas welding or 
cutting. 

* * * 


Donald Fraser Passes 


Donald Fraser, director and for- 
mer vice-president, Chain Belt Com- 


pany, Milwaukee, died November 20, | 


aged 78 years. Before joining the 
Chain Belt Company in 1895 he had 


been engaged in the pattern manv- | 
facturing business in Minneapolis | 


and Milwaukee for many years. He 
retired in 1917 but continued as a 
director. 


and the Federal Malleable Company, 
Milwaukee. 





of The | 
_ Fairbanks Company, New York City, | 
_ died on November 30 at the age of | 


Tay- | 


He was a director also of | 
the Sivyer Steel Casting Company | 


| 5001-5009 N. Lincoln St. 


EBONITE 


Industrial 
Brake Linings, 
Blocks and 
Clutch Facings 


offer an opportunity 
for steady repeating 
profits without in- 
vestment. We carry 
the stock for you and ship one or many 
blocks, facings or lengths cut to your 
order. 

Mileco products are standard on some of 
the best-known equipment and machines. 
They far outlast wood brake blocks or ordi- 
nary linings and facings. You can recom- 
mend Mileco products knowing they will 
| give long service and complete satisfaction. 


Clutch 

} Facings: 

| Linings 
and Blocks 


for produc- 
|| tion machin- 
|] ery, cranes, 
} hoists, drag- 
lines, power 
shovels, 
dredges and 
construc- 
tion and road 
machinery. 





Write ‘or catalogue sheets, 
prices, discounts and de- 
scription of Ebonite, the 
lining that combines the 
best features of all pre- 
vious types. 
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ae L.J.MILEY CO. 


= INCORPORATED 
1462 S. Michigan Ave. 
~ CHICAGO-U.S.A. 


Factory at Huntington, Indiana 


1905 GtranD 1932 


| The STANDARD LINE 
FLEXIBLE SHAFTS 


and 
EQUIPMENTS 
| Type M7A—1)% H.P. Capacity 

















Send for our Large and Complete 
Catalog No. 25, showing many 
types and sizes 4 to 2 H.P. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 
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If You Are Now Losing Sales 


Because Your Present Line Has Definite Limitations — 


F you are now losing sales because your present 

line has definite limitations—because its prin- 

cipal appeal may be “low price” — increase your sales 
scope with “Victor.” 


If you are now selling welding equipment and sup- 
plies, you are in a wonderful position to increase 
your sales effectively by adding “Victor Welding 
and Cutting Apparatus” to your present line. 


You are then in position to interest the largest users 
—the quality buyer—the experienced welding en- 
gineer. 


1932 will be distinctly a 





You will then find no job too large—no work too 
intricate—no scrutiny for quality and workmanship 
too severe. 


You can then compete no matter who your com- 
petitor—no matter who your purchaser—no matter 
what his requirements. 


AND IMPORTANT TO YOU—You do not re- 
quire large stocks because you are assured prompt 
shipment from nineteen supply stations located from 
Coast to Coast. 


year for “Quality” sales 


VICTOR WELDING EQUIPMENT CO. 


Division of 


Victor Equipment Company 
Executive Offices 


844 Folsom St., San Francisco, Calif. 
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For 1932— 


An Outstanding Pair 
of Fast Moving, 
Profit Paying Tools 


THE NEW | 
BADGER bi 
CAR MOVER |. 
and La 
THE q 
ADVANCE || | 
Safety Car Wrench 


Distributors — 


You are interested this 
year in lines that will 
have a wide market, 
ready salability and a 
good margin of profit. 
Here is a sure-fire com- 


bination for you. 


Write today 
for complete 
information on 
The New 
Badger and The 
Advance. Let 
us point out 
your opportuni- 
ties with these 
two fast, safe, 
efficient, and 
economical 
tools. You will 
like our distrib- 
utor arrange- 
ment. 
















Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 








Canadian Advance ; 
Car Mover Co., Welland, Ontario, Canada 

































| Kilbourn Appoints Group Lead- 
ers for Convention Conferences 

W. T. Kilbourn, who has been 
placed in charge of organizing the 
“Group by Industry” conferences at 
the 1932 Triple convention, has suc- 
ceeded in securing the cooperation of 
the following men as group leaders: 
abrasives and grinding wheels, G. H. 
Halpin, Minnesota Mining and Man- 
ufacturing Company; pipes, valves, 
fittings, and steam specialties, James 
R. White, Jenkins Brothers; small 
mechanics’ tools, S. Horace Disston, 
Henry Disston and Sons, Inc.; 
wrenches, drop forged tools, vises 
| and pipe tools, H. F. Seymour, The 
Columbian Vise and Manufacturing 
Company; and belting, pulleys and 
power transmission equipment, E. S. 
Grant, Dodge Manufacturing Cor- 
poration. 

The foresight shown by Mr. Kil- 
bourn in selecting group leaders and 
urging a plan for the conference in- 
sures an even greater success for 
these meetings than was enjoyed last 
year. 

as 
J. B. Berryman Made President 
of Crane Company 

J. B. Berryman, formerly first 
vice-president of Crane Company, 
Chicago, was made president of the 
company at a recent meeting of the 
board of directors, succeeding the 
late Richard T. Crane, Jr. Mr. Berry- 
man has been with the Crane Com- 
pany since 1892 when he was made 
assistant manager of the firm’s branch 
in Minneapolis. He was transferred 
to Chicago in 1895, and since that 
time has been successively, manager 
of the engineering department, assist- 
ant secretary, secretary and first vice- 
president. 

a 

New Vogt Book on “Homo- 

weld” Is Ready 

The Henry Vogt Machine Com- 
pany, Louisville, Kentucky, has pre- 
pared a booklet treating of its 
unique welding method, “Homo- 
weld,” which has been developed 
during the past few years. In the 
booklet are complete radiographs, il- 
lustrations, diagrams and test speci- 
mens showing in detail the various 
characteristics of the weld. 

One two-page spread is devoted 
to displaying the facilities of the 
Vogt Company for the design and 
construction of heavy welded high 











temperature pressure vessels, 





Brendel Directs Advertising for 
Neilan and Mason Regulator 
Louis H. Brendel, advertising man- 

ager of Neilan Company, Los Ange- 

les, has been transferred to Boston. 

The Mason Regulator Company of 

Boston recently acquired the Neilan 

Company and, effective January 1, 

Mr. Brendel directs the advertising 

for both companies. He has been 

with the Neilan Company for the 
past four years. 


In his new capacity with the Ma- 
son Regulator Company, he will have 
the greatly widened market of all 
process industries for all types of 
regulation and control equipment. 


* * x 


Changes in Personnel of Disston 
Company 
Harry K. Rutherford has been 
made sales manager of the industrial 
division of Henry Disston and Sons 
Company, Philadelphia. David W. 
Jenkins and George W. Eckhardt will 
continue to direct sales activities in 
the mill and hardware divisions re- 
spectively. 
* * * 


Republic Steel Has Two New 
Booklets Ready 


Two  attractively-compiled new 
booklets have just been issued by the 
Republic Steel Corporation, Massil- 
lon, Ohio. “The use of Stainless 
Metals in Dairy Industries” is a 20- 
page booklet describing the advan- 
tages of the stainless alloys for dairy 
and food handling equipment. Par- 
ticular emphasis, of course, is placed 
upon Republic’s Enduro KA2 stain- 
less steel. The technical data are 
authentic and quite a fund of metal- 
lurgical information is given. 

“Republic Rail Steel Products” 
contains 48 pages of illustrated in- 
formation on Republic’s methods of 
reclaiming rail steel. The various 
available forms—structural shapes, 
fence posts and tubing—are shown 
in cross section, together with 
weights and information on extras. 


* * * 


William C. Prendergast Is Dead 

William C, Prendergast, formerly 
head of the foreign department of 
the New York office of the Republic 
Steel Corporation, died on November 
30 in New York, aged 52 years. 
Death came as the result of a fall out 
of the window while fixing a radio 
aerial. 
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0; he Answer is Definitely— 
“YES”! 


You Can Make Attractive Profits in 
1932 with Leather Belting 


If you operate under 


The Johnson Plan for Distributors 


WHY? For the follow- 


ing very definite reasons: 


Check each one care- 


fully. 


1 We make a complete quality line of 
Leather Belting. Our absolute control of 
all manufacturing operations from green 
hide to finished product enables us to 
guarantee the uniformly high quality of 
our products. 


2 We employ no salesmen — and pass 
the savings along in lower prices and con- 
sequent greater profits to you. 


e 3 ¥ We have one price for all distributors 


—the lowest possible consistent with the 
high quality of our product. 


4 We protect you thoroughly under our 
policy of selling 100% through distrib- 
utors. 


5 y Our mail service to your salesmen edu- 
cates them thoroughly on the selling 
features of JOHNSON products and the 
markets for them. 


6 We accord you vigorous support in 

the form of frequent and effective direct 

mailings to your customers and prospects, 

emphasizing your ability to quote attrac- 
tive prices. 


Write immediately for complete information on the JOHNSON 
“Partnership” for Distributors. Take on the JOHNSON line, accept 
our plan of complete backing and. sales cooperation, and you will 
make Leather Belting one of your best items in 1932. We mean it. 


But now is the time to get started. 


SFohuson BHelting Company 





TANNERS 








34-44 je atterant Street 
MANUFACTURERS 


America 


Niagara 
Jobeco 






ments of industrial users everywhere 


York City 
CURR 


New 
IERS 


The Johnson Leaders 


—answering the modern require- 
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Finish 


1- CLARK BOLT 
2 - ORDINARY 





How BOLTS 
DIFFER 
IN VALUE ~ 


The quality of materials used; 
the methods of processing, 
machining, threading and fin- 
ishing; the methods of pack- 
aging and quality of containers 
used all have a bearing on the 
value you receive for your bolt 
and nut money. 


Clarks’ 77 years of specialized 
bolt and nut manufacturing 
experience and the close in- 
spection given are but two of 
the reasons why youcan obtain 
greater value by specifying 
Clark Products. 


CLARK BRosPotr ( 


Black Ave., 
Milldale, Conn. 
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Salesman Available 


R. R. Sutton, a salesman with 16 
years’ experience selling mill supply 
distributors in western Pennsylvania, 
eastern Ohio and West Virginia, is 
seeking a new position. He has a 
wide acquaintance among engineers, 
master mechanics and pipe fitters. 


* * x 


Jack Hagar Is Married 

John L. (Jack) Hagar, popular 
southwestern representative of the 
Delta File Works, Philadelphia, and 
Miss Rose Mabley were married in 
Dallas, Thursday, December 17. 

The wedding was _ originally 
planned to occur earlier in the week 
but on account of a serious operation 
it was necessary to wait until Miss 
Mabley recovered sufficiently to be 
up in a wheeled chair. 

Mr. and Mrs. Hagar will be in 
Dallas for a few days and as soon 
as Mrs. Hagar is able to make the 
trip she will visit friends and rela- 
tives in and near Brownsville, Texas, 
until she has fully recovered. 

* * x 


Handbook Issued by Taft-Peirce 


A comprehensive 216-page hand- 
book for those interested in machine 
shop practice has just been published 
by the Taft-Peirce Manufacturing 
Company of Woonsocket, Rhode 
Island. This volume is well illustrated 
and replete with data on gages, small 
tools, fixtures, special machines and 
machine shop practice. There is in- 
cluded a synopsis of the report of the 
American Gage Design Committee 
with drawings and dimension tables 
of the standards, together with other 
useful tables and pertinent informa- 
tion. 

This Handbook also contains a de- 
tailed description of the complete line 
of precision tools and gages manufac- 
tured by this company, as well as the 
extensive facilities which this plant 
affords for designing and building 
special tools, machines, and contract 
work. Included in it are complete de- 
tails of several entirely new products 
which have just been developed. 


x * * 

New Master Electric Bulletin 
Ready 

An extensively illustrated new 


booklet on geared head motors has 


just been issued by the Master Elec- | 


tric Company, Dayton, Ohio. Engi- 





MERCHANT TESTED 
PIPE NIPPLES 


PACKED in CARTONS 


1%" TO 1” PIPE SIZE 
ASSORTED OR ONE 


LENGTH 
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NO DUST NO GRIT 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 














To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


neering data and dimension sheets | 520 .N. Michigan Ave., Chicago, Ill. 


are features of the leaflet. 
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{Fe depends on your choice of a hoist. The inspection 
plate on your Wright Hoist means it is thoroughly: - 
tested under.50% over-load, on @ long ton basis. © ~ ‘ 

The name: “Wright” onyour hoist signifies utmost qual- 
ity of material. and workmanship. Speed and ease of 
operation «+ «+. and, above all, assurance against failure. 

Distributors Serve Industry Economically. There is a 
Wright} Distributor nearby, 


Sy WRIGHT MANUFACTURING COMPANY 
a ee, ——- Offices: Yorkie 











% 


THE THOROUGHBRED OF HOISTS @& 
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A Valuable 


Franchise 


For 1932 


Whitman & Barnes’ distribu- 
tors have closed another year of 
successful drill and reamer mer- 
chandising. The features of the 
W€SB franchise were a material 
aid in their sales activity during 
a time when every effort had to 
be strained to hold up sales 
volume. 


In addition to the definite lead- 
ership as provided, the new and 
improved items recently added to| 
the WB line of twist drills, | 
reamers and milling cutters, gave, 
them the advantage of outstand- 
ing merchandise to meet the cry- 
ing demand for tools for more 
economical production. New ac- 
counts were added to the books 
in surprising numbers, bolstering 
general sales along with tools. 


WESB distributors have much | 
more to look forward to in 1932 
—and other distributors, who| 
can qualify under the W&B fran- 
chise, are invited to join this or- 
ganization and participate in the 
rewards of its progressive policy. 








| 


WHITMAN & BARNES 


INCORPORATED 


DETROIT, MICH. 
New York 


Chicago 








Faulkner Sales Manager Fay and 
Egan 
Benjamin F. Faulkner, Jr., for- 
merly advertising manager of the 
J. A. Fay and Egan Company, Cin- 
cinnati, has been appointed sales 
manager of the company. 


* * * 


Heath of Fairbanks, Morse with 
Smith 

W. C. Heath, vice-president, Fair- 
banks, Morse and Company, Beloit, 
Wisconsin, in charge of all manufac- 
turing, resigned recently and is now 
associated with the executive staff of 
the A. O. Smith Corporation, Mil- 
waukee. Mr. Heath is well known 


for his development of mass produc- | 


tion standards. 

He is succeeded in the Fairbanks 
company by A. W. Thompson, who 
has been connected with the firm 
since 1920 in executive capacities, 
at first as general manager of its 
Indianapolis works and most recently 
as vice-president in charge of Pacific 
Coast sales. He is a graduate of 
Rensselaer Polytechnic Institute, 
Troy, New York, and in 1907 be- 
came associated with the George A. 
Just Company and later with West- 
inghouse, Church, Kerr and Com- 
pany. In 1910 he joined the General 
Electric Company. 


* * x 


Maury Heads Arco Company 

The Arco Company announces the 
appointment of Philip L. Maury as 
president, succeeding S. D. Wise, 
president. Mr. Wise entered the em- 
ploy of the Arco company in 1889 
as office boy and within 12 years was 
president, which position he held up 
to the present time. The new presi- 
dent, Philip L. Maury, has had long 
experience in the paint industry. He 
formerly lived in Cleveland where he 
was connected with the Sherwin- 
Williams Company as manager of 
general industrial railway and marine 
sales. 

He left Cleveland to become vice- 
president and general sales manager 
of the Detroit Graphite Company at 
Detroit, and continued in that capac- 
ity until the company merged with 
Valentine and Company when he be- 
came vice-president of that concern 
at New York. 

Mr. Maury resigned from Valen- 
tine and Company November 30, to 
take up his new duties with the Arco 
Company, December 1. 





For Over 36 Years 
we have maintained a policy of 
“COORDINATED 
COOPERATION” 
thereby insuring 
Distributors 
of 
MONARCH BALL METAL 

the 

“Steel Process Babbitt” 


a uniform and quality product, with 
100% protection in territory and re- 
sale price. 





Your territory may be open. 
Ask for our sales plan. 


MONARCH METAL COMPANY 


Established 1895 
119 S. Lincoln Street, Chicago 


= SEE 














Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in, O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Coils and Bends 
—all shapes and sizes which use 
tube from 7; to 14% in. outside 
diameter, any gauge. Unbrazed 


Fabricated Parts 


and Complete 
Assemblies 
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198,248 Times Each Month 
ARMSTRONG Ads Say—- 










Affirming a 
40 Year Old Policy 


Every advertisement of ARMSTRONG Tool Holders 
and of ARMSTRONG Tools in periodicals reaching the 
industrial field carries this logotype, “Buy ARMSTRONG 
TOOLS from your Supply House”—a campaign direct- 
ing business to the Industrial Distributors inaugurated by 
the Armstrong Bros. Tool Co. even before the formation 
of the Joint Merchandising Committee of the Mill Supply 
Business. 


In recommending that readers buy ARMSTRONG 
Tools from the Mill Supply Houses, this company is 
carrying out a 40 year policy, a policy as old as the com- 
pany itself. Armstrong Bros. Tool Co. has always sup- 
ported and protected its distributors, has believed that the 
distributors’ interests were common with the company’s 
interests. 

The wisdom of this policy can best be determined by the results 
obtained, and today ARMSTRONG TOOL HOLDERS are used in 
over 96% of the machine shops. To our knowledge, only two others 
can claim such complete coverage of the industrial market; there is no 


better evidence of the competence of industrial distributors to build 
business for manufacturers. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 


Tool Holders 
“C” Clamps 
Lathe Dogs 


Ratchet Drills 
High Speed Steel Bits 
Drop Forged Wrenches 





Write for Catalog B-27. Shows, describes and prices all ARMSTRONG Tools 


AR 








Buy ~“ 
ARMSTRONG 
TOOLS from your 

Supply House , 


TRADE MARK REG.IN U.S. PAT. OF FICE 
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Here’s a Sure Source of Profits! 
Stock “ALWAYS RELIABLE” 


torches and furnaces 





No. 91 Quart Torch. 


Distributors who stock “ALWAYS 
RELIABLE” torches and furnaces 
know what the mechanic wants. 
They are assured of reaping big 
profits from this popular line. 


There is no question about their 
quick turnover and steady profits, 
for distributors who have always 
stocked these torches and furnaces 
know where the profits are. 


OTTO BERNZ CO., INC. 


Newark, New Jersey 


Stocks in 


San Francisco, Cal. New York City 











Guaranteed 


Unbreakable! 


More cuts per dollar—that’s some- 
thing to sell especially right now. 
MARVEL Blades offer this for 
they have long-lasting, fast-cut- 
ting, genuine 18% Tungsten High 
Speed Steel cutting edges, and 
are, in addition, shatter-proof— 
are guaranteed unbreakable, even 
in case of accident. 

Here is a hack saw blade that 
you can safely recommend for 
any job, that you know will out- 
cut any other. 





MARVEL 


High - Speed - Edge 
HACK SAW BLADES 


1. High Speed Steel 
Cutting Edge. 
2. Unbreakable 
Alley-Steel 
Back. 


Sizes for 
all power 
hack saws. 


Prices same as reg- 
ular High Speed Steel 
Blades. 


Write for Circular 


ARMSTRONG-BLUM 
MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Av., CHICAGO, U. S. A. 




















James W. Deetrick Is Dead 

James W. Deetrick, for many years 
with the Republic Iron and Steel 
Company, died November 18 after a 
five months’ illness at the age of 61 
years. During most of his career in 
the steel industry, Mr. Deetrick was 
associated with T. J. Bray in the Re- 
public company, and at the time of 
his retirement in 1928 was vice-presi- 
dent in charge of operations. 

He started as a chemist with the 
Youngstown Sheet and Tube Com- 
pany, and later served the Carnegie 
Steel Company in the same capacity. 
Later he joined the Valley Iron Com- 
pany and in 1899 this company was 
merged with others to form the Re- 
public Iron and Steel Company. 


* * * 


J. H. Fisher President Fisher 
Governor 

At the annual meeting of the board 
of directors of the Fisher Governor 
Company, Marshalltown, Iowa, L. 
W. Browne, president for two years, 
resigned in order to devote his entire 
attention to the Kiowa Corporation 
and the Ritchie Manufacturing Com- 
pany both of Marshalltown. 

J. H. Fisher, who relinquished ac- 
tive management of the Fisher com- 
pany in 1916 because of ill health, 
was named president. He has been 
living at Santa Monica, California, 
but for the last two years has been 
chairman of the board of directors. 
No other changes in the personnel 


were made. 
a + * 


Victor Balata Uses Market 
Determination Plan 


The Victor Balata and Textile Belt- 
ing Company, New York, is one of 
the organizations which has _ been 
most successful in using the Mar- 
ket Determination Plan developed by 
MILL SupPLies, in working with their 
distributors. 

This company has prepared com- 
plete information on the sale of its 
products which absolutely takes the 
guess-work out of selling them. This 


information is, of course, invaluable | 


to distributors’ salesmen. 

In October, 1931, Victor Balata 
started to put the Market Determi- 
nation Plan as applied to its products 
into operation and already it has re- 
ceived assurance of cooperation from 
71 distributors. 

These distributors have furnished 
Victor Balata with market facts con- 








CORRECT 
SOLUTION 


of any problem in automatic 
pressure or flowcontrol of steam, 
air, water@r gas is found in the 
complete line of Davis Automatic 
Valve Specialties. The effective 
simplicity in design brings the 
stamp of approval from experi- 
enced engineers. The well estab- 
lished and extensively advertised 
Davis line carries a good profit 
for the distributor. 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 

MS1—Gray 























GROBET SWISS 


FILES 





GROBET SWISS FILES have 
won a reputation for suprem- 
acy wherever accuracy in fil- 
ing is essential, wherever exact 
and precise work must be done 
with files. Likewise the dis- 
tr'vutors of files have come to 
know the promptness of Gro- 
bet shipments. 


In order that our service may 
surpass the service rendered by 
other file manufacturers, we 
have on hand over 3,500 dif- 
ferent shapes, sizes and cuts of 
files ready and waiting to be 
delivered to you immediately. 


Orders for Grobet Files, no matter 
how large, how small, or how varied 
they may be, are invariably shipped 
on the day of receipt, enabling our 
distributors to fill any order in mini- 
mum time. 


Ask for Catalog B, and also pete 
Catalog CC on Circular Cut files. 


Teo EH 


GROBET FILE CORPORATION 


OF AMERICA 


3 PARK PLACE NEW YORK CITY 
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Here’s an All Purpose Belt 
That’s Built as it Should Be 





- a transmission belt that guards against production losses . . . a belt that wears 
on while others wear out . . . a belt that appeals with equal force to the man who 
sells it and the man who buys it. 


We offer the Thermoid No. 400 Belt to you on the merits of past and present per- 
formance records . . . you can offer it to your customers on the same basis. 


Demonstrated ability is the only thing that counts in men, in methods or products 
. . . and this Thermoid All Purpose Belt has demonstrated its long life and 
high efficiency convincingly and conclusively in plants the country over. Just 
one grade . . . instead of two or three . . . just one weight . . . and a wider 
market than ever before. 


Get the full facts from the new catalog which describes and illustrates the com- 
plete and completely profitable Thermoid line. 


THERMOID RUBBER COMPANY, Factories and Main Offices, TRENTON, N. J. 










THERMOID RUBBER COMPANY 
Trenton, New Jersey 





Gentlemen: 







me complete information. 


Name 


I am interested in Thermoid products. Please send 





hermol 








BELTING 


Firm Name 








2nd BRAKE LINING 
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UNEXPECTED 
PROFITS 


Distributors who know the 

wide uses of copper equip- 
ment pick 
up many 
profitable 
orders on 
copper coils, 
bends, ex- 
pansion 

joints, floats, kettles, etc. 

Used in thousands of indur 

trial plants. Ask 

for literature and 

be prepared to 

cash in on this 


business. 


IN STOCK 
Harris Copper Floats from 4” to 
12” diameter. Also a full line of 
“HarBronz” unfinished bronze 
bushings and bars—12” lengths. 


ARTHUR HARRIS & CO. 


Coppersmiths Engineers —Founders 
210-218 N. Curtis St., CHICAGO 


ARM si HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 














Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 


cerning the territory they serve. With 
these facts, Victor Balata is able to 
show individual distributors the sales 
possibilities in their respective mar- 
kets for its line of products. 

Just as rapidly as possible, Victor 
representatives are arranging meet- 
ings with the distributors’ salesmen 
to post them thoroughly on the com- 
pany’s line and get them started 
properly on an intensive sales pro- 


gram. 
* * * 


Leather Belting Association Has 
Annual Meeting 

The annual meeting of the Ameri- 
can Leather Belting Association was 
held in New York on December 2, 
1931, at the Roosevelt Hotel. The 
following officers were elected : presi- 
dent, Edward H. Ball, Chicago Belt- 
ing Company; first vice-president, 
R. M. Pindell, Jr., Alexander Broth- 
ers; second vice-president, Philip C. 
Brown, I. B. Williams and Sons; 
treasurer, Julian Alexander, E. P. 
Alexander and Sons; secretary, J. 
Louis Nelson, 41 Park Row, New 
York. 

Three new members of the execu- 
tive committee were elected. They 
are: J. Edgar Rhoads, J. E. Rhoads 
and Sons, Philadelphia; G. Arthur 
Schieren, Charles A. Schieren Com- 
pany, New York, and R. M. Pindell, 
Jr., Alexander Brothers Philadel- 
phia. 

The membership of the executive 
committee includes the men named 
above and the following: Frank H. 
Willard, Graton and Knight Com- 
pany, Worcester, Massachusetts; H. 
E. Whiting, Whiting Leather and 
Belting Company, Long Island City, 
New York, and Arthur H. Rahmann, 
George Rahmann and Company, 
New York. 

Among the matters discussed were 
standard designation of thicknesses 
for leather belting; uniform method 
of charging for making belts endless ; 
and a revised method of reporting 
costs to the Association. 


* * * 


New Taylor Chain Bulletins 

Two new bulletins, which have 
just been issued by the S. G. Taylor 
Chain Company, Hammond, Indiana, 
will be of interest to chain users. 

One of these bulletins covers the 
new ‘Taylor - made weldless wire 
chains, while the other describes the 
recently developed Taylor-made wear 





resisting drag line chain. 








When You Sell 
Genuine Hettrick 


You Sell 
Belt Economy 


That Means Results 


ENUINE Hettrick Stitched Can- 
vas Belting has always won out 
when the question of economy in op- 
eration has arisen. Test after test 
has proved that it not only measures 
up to the highest standards of effi- 
ciency but keeps belt expense down 
to the minimum. 


That is why Genuine Hettrick is in use 
wherever tests have been made. That is 
why our business through distributors has 
kept up well despite recent conditions. 
That is why Genuine Hettrick will go 
over big for aggressive distributors in 
1932. Give thought to your 1932 belting 
business now. Write for full details and 
distributor profits. 


(See our exhibit on Page 156 of the 
MILL SUPPLIES CATALOG and 
DIRECTORY) 


Hettrick Manufacturing Co. 
Summit and Magnolia Sts. 
TOLEDO, OHIO 








DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 
Ball Bearing 
Portable Electric 
Blower 


$45.00 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Blower outfit for 


industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards , looms, etc. 
Liberal profits and fast 
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More Economical and Efficient Industrial Distribution the Objective of 


MILL SUPPLIES’ 


1932 Editorial Program for 
Distributors and Their Salesmen 


Miuu Supp.izs, for 21 years the spokesman of the 
industrial supply industry, recognizes that pres- 
ent-day conditions demand far-sighted leadership. 
Nineteen thirty-two problems must be faced with 
1932 methods. 


In its editorial program for 1932, Mit. Suppuies 
is pointing the way to more economical and effi- 
cient industrial distribution, which in turn will re- 
sult in better sales representation for the manu- 
facturer, increased profit for the distributor and 
improved service, at lower cost, to the user. 


The purpose of Mitt Supp.iss’ 1932 editorial pro- 
gram is to emphasize the need for distributors to: 





y 1—ECONOMIZE 
Eeonomize By eliminating wasteful uneconomic practices. 


2—LOCALIZE 


By studying thoroughly the territory covered to 
determine the profitable trading area. 


3—SPECIALIZE 
By concentrating sales efforts on profitable items 
in known markets. 

4—ADVERTISE 
By developing a well-balanced program of 


: publicity. 


Specialize The complete Mitu Suppuiss’ editorial program 
for 1932 is available im attractive chart form. 
Send in your request for a copy. 


MILL SUPPLIES 


Advertise 





“The Magazine of Industrial Distribution” 


520 N. MICHIGAN AVE. # CHICAGO, ILL. 














_» Industrial Modernization Is the Key to Profits for Distributors 
Who Adopt This Program and Follow Through on It Effectively. 


6182344 
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A department for distributors 





and salesmen 


Selling the Taxpayer Helps 


“In the rural sections of Maine 
we not only create a desire for 
our road machinery on the part 
of public officials but secure the 
taxpayers’ good will through the 
use of movies at public meetings.” 


By BENJAMIN J. SURRETT 


Sales Manager, Dyar Sales and Machinery Company 
Cambridge, Massachusetts 


fellows who rub elbows with the rank 

and file of rural Maine, and really en- 
joy it. If the roads are muddy and most of the 
population is wearing overalls, they, too, will 
wear them. Much of their work is in creating 
favorable public opinion in regard to the goods 
we handle. But this is a very effective form 
of back door selling to towns and counties. In 
contacting officials, we have frequently convinced 
them that they should use our equipment, but 
they hesitate to act without the knowledge that 
in so doing they are acting according to the wishes of 
their constituents. 

Of course, we bid on equipment wanted by the State 
but we rather specialize in these rural communities. 
Maine has a territory larger than all of the other New 
England states combined, so there is need for machinery 
to care for the thousands of miles of roads not main- 
tained by the state. However, these communities are 
sparsely settled and not a great deal of money is avail- 


()« road machinery salesmen are chummy 





Sell Road 
Machinery 


able for this work, so it is neces- 
sary in many cases to extend rather 
long credit. 

In creating favorable public 
opinion our men make a point of 
meeting the local merchants and 
other citizens of the town who 
come in contact with the public. 
They announce that a free movie 
will be shown at the local garage 
and everyone is cordially invited to 
attend. The response to this in- 
vitation is usually good and dur- 
ing the movie showing our men 
usually contact the leading tax- 
payers of the town and secure their 
support. 

Views of the machinery in op- 
eration are shown and in many 
ways this is more effective than 
actually showing the machine. In 
the latter case it would probably be shown under mod- 
erately good conditions. A movie, on the other hand, 
can be taken under the worst possible conditions to show 
the public how the equipment accomplishes almost im- 
possible feats under trying conditions. We always show 
films of roadwork done under approximately the same 
conditions as would be found in the section where the 
film is shown. 

Actual pictorial demonstrations (Turn to page 93) 
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AL-LITE “CLICKS” WITH US, 


SAY PROCESS PLANT MEN 


NEW ALUMINUM HOIST GETS 
QUICK APPROVAL FROM 
BUSY PROCESS INDUSTRIES 


Jobber Salesmen Report Lightness, 
Safety Features, Sure Sellers 





Maintenance i and tand while Jobber Salesman 
capeciatendons crew s by hi J ah m 


demonstrates Al-Lite advantages on an import. 





plant. 


proved features. 





4 


ical rubber goods plant. 


been equalled. 


Every Process Plant A Prospect 


That’s the beauty of selling Al-Lite—it 
is radically new, just the hoist for to- 
day; gets quick approval. 


EVERY PROCESS PLANT IS A PROS- 
PECT FOR AL-LITE. BUT IT IS UP 
TO YOU TO CHECK THROUGH 
THE MAINTENANCE, PROCESS AND 
HANDLING METHODS AND MAKE 
DEMONSTRATIONS. Al-Lite can do 


its own convincing. 

Amazing Lightness 
Al-Lite is the pioneer of Alcoa alumi- 
num alloy in hoists. That’s why it is 


so light—actually one-third lighter than 
an ordinary hoist of like capacity. One 








AL-LITE Has Many Applications 
In These Process Industries 
Acids and Drugs, Medicines 


Chemicals and Cosmetics 
Petroleum Vestttinns 
Rubber ae Pulp and Paper 
Sugar Refining Explosives 
Paint, Varnish Glue 
Soap Rayon 


Ceramics, Glass Lime and Cement 























man can easily carry it about, mount 
a ladder alone safely, and hook it in 
place. Exceptionally strong, with a 
safety factor of 5 to 1. 


Certified Safety, Too 


Thanks to the new and patented Safety 
Governor, you cannot inadvertently 
overload an Al-Lite hoist. Automatic- 
ally, overload in excess of 50% rated 
cepacity of hoist is indicated. The 
hoist, as well as its load, is safeguarded. 
The Safety Governor works entirely 
independent of load brake. 


Resistance to Corrosion 
One of MANY Sales 


Advantages 


Alcoa aluminum is rust-proof and 
notably resistant to the action of most 
corrosives —an important advantage 
on many process operations. But 
Al-Lite does not stop with this new 
feature, nor with the two radical 


improvements mentioned above. AL- 
LITE IS NEW THROUGHOUT. Just 
consider this partial list of “reasons 
why”: extreme simplicity of design, 














The engineers who designed Al-Lite, had clearly in 
mind the wide range of maintenance and handling 
chores encountered in the typical Process Industry 


That’s why they built UTILITY into Al-Lite—all the 
way from its Alcoa aluminum alloy housings to its 
rugged, reinforced load chain. 


Al-Lite has already “clicked” on many jobs in the 
Process Industries; serving scales in a sugar refinery, 
vulcanizers in a rubber plant, cranes on a gypsum dock, 
handling pipe in a soap plant, ashes in a paper mill, 
scrap in a linoleum plant, to mention a few. 


Just demonstrate Al-Lite’s features to the plant men. 
Let them FEEL how light Al-Lite really is. . .see its 
patented Safety Governor. ..examine its other im- 
THE ONLY LOGICAL ANSWER 
IS AN ORDER. Al-Lite’s sales advantages have never 





lose-up of the patented Al-Lite Safety Governor. 
‘orks automatically; indicates and prevents 
overloading in excess of 50% rated capacity of 
hoist; operates entirely independent of load brake. 


fewer parts, more than ample safety 
factor, great strength, X-ray inspection 
of castings, dust-proof housing, planc- 
tary gears, adjustable brake, oil bath 
lubrication, etc., etc. 


YET AL-LITE COSTS NO MORE 
THAN AN ORDINARY HOIST. This 
is the biggest argument of all. 


Your letterhead will bring full par- 
ticulars on all the Al-Lite can do for 
you and your customer. Write today 
to Chisholm-Moore Hoist Corp., Tona- 
wanda, N. Y. (Division Columbus- 
McKinnon Chain Corp.) 


( aa he 
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NEws of the Construction 
Kgquipment Field + 


Road Association to Hold Con- 
vention in Detroit 
HE American Road Builders’ 
Association will hold its twenty- 
ninth annual convention at De- 
troit during the week of January 
11-15, 1932. The Road Show will be 
held at the Municipal Airport build- 
ing which is well adapted for this 
use as it is 1,000 feet long and 200 
feet wide. More than 40 technical 
meetings will be held. 

Nominees for officers of the As- 
sociation are: president, T. H. Cutler, 
chief engineer, Missouri Highway 
Commission, Jefferson City, Mo.; 
vice-presidents, E. L. Benedict, vice- 
president National Steel Fabric Com- 
pany, Pittsburgh; J. W. Barnett, 
chairman, Georgia Highway Depart- 
ment, Atlanta; G. C. Dillman, state 
highway commissioner, Lansing, 
Michigan; Stanley Abel, supervisor, 
Kern county, California. 

Seven new directors of the associa- 
tion have also been nominated. R. B. 
Brooks, director of streets and sew- 
ers, St. Louis, has been named for 
president of the city officials’ division. 

x * x 
F, W. Dodge Reports on Con- 
struction Contracts 

Construction contracts in the Chi- 


cago territory total $13,640,700 dur- ° 


ing November according to F. W. 
Dodge Corporation, as contrasted 
with $29,746,000 in November, 1930. 
This territory is comprised of In- 
diana, lowa, Northern Illinois and 
eastern and southern Wisconsin. 

The three major _ construction 
classes formed the month’s total as 
follows: $2,665,400 in residential 
building ; $6,731,000 in non-residen- 
tial building ; and $4,244,300 in public 
works and utilities. 

Although November awards for 
non-residential work were somewhat 
larger than in October, a large loss 
is shown when compared with No- 
vember, 1930. For the year to date, 
public buildings and social and recre- 
ational facilities scored gains. 


Cleaver-Brooks Company of Wis- 
consin Is Organized 


A new company, the Cleaver- 
Brooks Company of Wisconsin, has 
been organized in Milwaukee, for the 
manufacture of specialized heating 
equipment. It is located at 740 North 
Plankinton Avenue. 

J. C. Cleaver is an authority on 
heating engineering and has devel- 
oped several models of machines for 
unloading bituminous materials from 
railroad tank cars, under the name of 
the J. C. Cleaver Company, Incorpo- 
rated of Oregon, Illinois. 

R. E. Brooks was for many years 
president of the R. E. Brooks Com- 
pany of New York City and until re- 
cently was vice-president in charge of 
sales for the National Equipment 
Corporation of Milwaukee, Wiscon- 
sin. 

The new company is manufactur- 
ing Cleaver tank car heaters and 
Cleaver boosters for the heating of 
bituminous materials, aggregates and 
water for concrete central mixing 
plants, central proportioning plants, 
winter concrete’ mixing operations 
and hot water requirements for in- 
dustrial uses. 





Caterpillar Makes Organization 
Changes 


President B. C. Heacock of Cater- 
pillar Tractor Company, on Novem- 
ber 10, announced the following per- 
sonnel changes: Paul Weeks will 
assume charge of the company’s 
Washington, D. C., office, as mana- 
ger; L. B. Neumiller assumes the 
duties of service manager; L. G. 
Morgan becomes general parts man- 
ager; R. H. Gardner supersedes W. 
H. Goodwin as assistant sales man- 
ager, and W. H. Goodwin will work 
directly with Mr. Bell on territorial 
matters. 

Col. Weeks has had an exception- 
ally broad experience in the manufac- 
ture of transportation machinery. His 
first position after graduating from 
Massachusetts Institute of Technol- 
ogy, was with the Baldwin Locomo- 
tive Works. His first connection with 
the tractor field was a private venture 
as an inventor and manufacturer of 
the “Weeks Orchard Tractor.” In 
1911 he became associated with the 
Holt Manufacturing Company, a pre- 
decessor of the Caterpillar company. 
During the war he was in the Ord- 
nance Department, for a time in 
charge of the tank, tractor and trailer 
division. Some time after his dis- 
charge he went to the Aberdeen 
Proving Grounds of the Ordnance 
Department as automotive engineer. 
After leaving this work he returned 
to his duties with the Caterpillar 
Tractor Company as general service 
manager. Mr. Weeks’ many years of 
connection with the tractor industry 
has made him one of its outstanding 
engineers. 

Mr. Neumiller started work with 
the Holt Manufacturing Company in 
1915. At the time of his recent pro- 
motion he was general parts manager. 
Mr. Morgan has been with the Cater- 
pillar company and its predecessor, 
C. L. Best Mfg. Co., for 12 years, 
most of that period having been spent 
in the parts department at San Lean- 
dro, California, and Peoria, Illinois. 
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Allis-Chalmers Appoints Roberts 
and Yoakum 


W. A. Roberts is now general sales 
manager of the tractor division of the 
Allis-Chalmers Manufacturing Com- 
pany, and H. J. Yoakum is industrial 
sales manager. H. C. Merritt, general 
manager of the company’s tractor di- 
vision made the announcement of 
these appointments in a recent bul- 
letin. 

Until recently Mr. Roberts was 
agricultural sales manager. Now for 
the first time the responsibility for 
all tractor division sales has been 
placed with one man. He is directing 
all the sales activities of the tractor 
division, including those of track type 
tractors, industrial wheel tractors, 
farm tractors, farm implements and 
the Advance-Rumely line of harvest- 
ing equipment recently acquired. 

Mr. Roberts started his career as 
an Allis-Chalmers blockman in Okla- 
homa, was later Canadian representa- 
tive for the company, and at one time 
was vice-president of I. J. Haug and 
Sons of Regina, Saskatchewan. 

H. J. Yoakum will be in direct 
supervision of industrial sales with 
headquarters at the Milwaukee office. 
He was formerly district manager of 
the company’s Monarch Tractor Di- 
vision, in Iowa, Nebraska, Wiscon- 
sin and upper Michigan. 


Selling the Taxpayer Helps Sell 
Road Machinery 


(Continued from page 90) 


are the most convincing and in deal- 
ing with these local people one must 
avoid being too technical. Compli- 
cated details of construction go over 
their heads, but a vivid scene in the 
movies is convincing. 

We also show these movies to engi- 
neers, and other experts in the buy- 
ing of road machinery, but with these 
men we give a more elaborate presen- 
tation of technical points on the ma- 
chine in question. 

Thorough study of a few lines is 
one of our basic principles in the sale 
of road machinery, and it is our be- 
lief that greater sales volume comes 
to the firm whose salesmen know a 
good deal about a few things. 

It has been possible to double our 
sales force in this territory due to 
the fact that we have been successful 
with our policy of creating favorable 
public opinion and employing sales- 
men who are really experts in the 
few things they sell. 
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VISIBLE EVIDENCE OF WASTE 


POWERFUL ARGUMENT FOR SALES 





LOOK UNDER YOUR 
V-BELT DRIVES 
FOR SAVINGS 


HERE you find rubber dust, you find frequent 
belt replacements. You need WEDGBELT Pulleys. 


WEDGBELT Sheaves of Pressed Steel were designed 
to save belts. Die-pressed with beautiful accuracy 
from bright rolled steel, they present a velvet- 
smooth groove surface for perfect belt contact —a 
surface that is unscored or roughened by tool marks. 


The construction of WEDGBELT Pulleys assures cor- 
rect angularrelation to the belt and uniform belt stress. 
It likewise provides rapid dissipation of frictional 
heat, saving the belts from premature deterioration. 


A WEDGBELT Pulley — used at least for the driving 
sheave, where the maximum belt flex and friction 
occur—will improve the service and reduce the main- 
tenance cost of any V-Belt Drive toa marked degree. 


WEDGBELT Pulleys are available through your mill 
supply dealer, either separately or as a part of 
complete American WEDGBELT Drives. Whether you 
buy complete drives or assemble them yourself, it 
will pay you to specify WEDGBELT Pulleys for V-Drive 
satisfaction. A new simplified V-Drive Handbook 
will be sent on request. Write 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 
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These Manufacturers Who Sell Through 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Bussmann Mfg. Company 
Byers Company, A. M. 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Diehl Mfg. Company 

Electric Valve Mfg. Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 

Gears & Forgings, Incorporated 


chief electricians, etc. 


General Cable Company 

Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Hammond Clock Co. 

Houghton Company, E. F. 
Irvington Varnish & Insulator Co. 
Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 
Linde Air Products Co., The 


Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
S. K. F. Industries, Inc. 

Standard Pressed Steel Company 
Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wing Company, L. J. 

Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


MAINTENANCE ENGINEERING 


330 West 42nd Street 


(Formerly INDUSTRIAL ENGINEERING 


McGraw-Hill Publishing Co., Inc. 


New York City 








